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WITH SPLIT-SECOND Automatic 
FIRE-FOG 


1) BLANMETS * J) ISDLATES «17 QUENCHES » 






O/-Rate-oF-RISE 
* MEANS‘QUICK * 


OPERATION - 


Only a hint of flame at this bank of high voltage electrical transform- jo ey 

ers and—quick as a flash, “Automatic” FIRE-FOG goes into action. From THE 

strategically located FIRE-FOG nozzles, a barrage of mist-fine water spray SUP ROTEX: SPRINKLER 
is directed at the blaze forcing the flames down and cooling the fire area. f ; ge 

- 8 ; ; a afamous member of the “Auto- 
Seconds later, extinguishment is complete .. . . final, and damage to equip. snsili™ Apsladhie Geiaily. Dissiniend 
ment has been confined to the point of fire origin. Even out-of-service particularly for use in manufactur- 
time has been held to a minimum, ing, mercantiles, warehouses, 


schools, churches, offices, hospi- 


In addition to safeguarding oil-filled electrical equipment from the , : 
tals, piers and other establish- 


danger of fire, “Automatic” FIRE-FOG provides positive protection for “y 

. . . 7). ments where positive fire protec- 
oil quench tanks, gasoline loading racks, dryers, oil lines and flammable Rial A 

liquid processing, handling and storage facilities. Write for complete in- Trodemark Registered U.S. Patent Otic 


formation. It’s yours for the asking. 


| “AUTOMATIC” SPRINKLER CORPORATION GF AMERICA 


YOUNGSTOWN, OHIO ........ OFFICES IN 37 CITIES 


| “Automatic” Sprinkler designs, manufactures and installs a complete line of fire protection devices and systems for 
all types of fire hazards. Listed by Underwriters’ Laboratories, Inc., and approved by Factory Mutual Laboratories 














gat (“Automatic” FIRE-FOG Installation at United Engineering and Foundry Co., 











PI 
Pp i ivate ans THE U-S-S LABEL is a public figure in 


the truest sense. It has been consistently 

t advertised and promoted for many years 
g a in the nation’s leading periodicals. It is 
known and liked by millions of people. 

Its popularity is solidly based on past 


3 U 3 | ic Fig 4 r 2 performance and future promise. It is 


accepted from coast to coast .. . in fact, 
the world over .. . as the mark of good 
steel. 

Before the war, the U-S-S Label was 


appearing on hundreds of products 
made with steel. Manufacturers of those 


products found that when articles car- 


ried the U-S-S Label, they were more 
warmly received by the buying public. 


They sold more easily—in bigger volume. 
But during the war years, most of the 
steels and steel products identified by 
the U-S-S Label were diverted to the 
needs of war. The Label practically dis- 
appeared from the stores. 
Now, the U-S-S Label has definite 


plans for the future. As articles made of 
steel again become available in large 


quantities to the buying public, the 


U-S:S Label plans to show itself on 


more and more of them. It plans to be 





more helpful than ever to its millions 
of friends in helping them to get their 
money’s worth when they buy things 





made of steel. 
Manufacturers of quality steel prod- 


ucts who desire more information on the 
use of U-S-S Labels, are invited to ad- 
dress inquiries to United States Steel, 
P.O. Box 236, Pittsburgh, Pa. 





United States Steel Corporation Subsidiaries 


PNILPFRD S@IiALTES STELL 
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ITH the coming of the railroads, the western __ there still is Jand to be ulled, minerals to be un- 
frontiers were conquered. They brought men, earthed, livestock to be raised, room for new homes 





implements for building homes and towns, trans- and industrial expansion. 
portation for marketing products. Then factories Union Pacific will continue to serve the territory 
were built. And industries thrived where railroads _ jy pioneered, by providing efficient, dependable, 


paved the way. safe transportation for shippers over the time- 
In the 13 great states served by Union Pacific, saving Strategic Middle Route. 


be Specific ~- 
say Union Pacific’ 


% Union Pacific will gladly furnish confidential information 

regarding available industrial sites having trackage facili- 
ties in the territory it serves. Address Industrial Dept., 
Union Pacific Railroad, Omaha 2, Nebraska. 
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1. What Temperature Must Jet-Plane Engines Withstand 
500°F.? () 750°F.? () 1500°F.? () 2000°F.? () 
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2. Why is Nickel Used in Your Electric Toaster? 
For appearance? (| For heat resistance? (| For long life? (| 
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4. )s a Watch's Accuracy Affected by Changing Seasons? 

Runs faster in Winter? (_] Slower in Summer? (_| Stays the same all year? (_] 
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IN THESE and countless other ways, 
Nickel is Your Unseen Friend. Unseen” 
because it is combined with other metals 
to form Nickel alloys...to add hard- 
ness, strength or toughness...to resist 
beat and corrosion, stresses or shock im- 
pact...to make smooth and trouble-free 
the life of those things, large or small, 
that we often take for granted. 
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5. What Gives Your Cross-Country Bus Stamina? 

Emergency power units? (_) Supercharger? [) Improved metals? [_} 
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THE INTERNATIONAL NICKEL COMPANY, INC. 
New York 5, N.Y. 
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The Role of Organized Industry in Labor 


- Frontispiece 


Relations 7 a ee a 
A review of the labor activities that trade associations may 
pursue; objections that have arisen to such association work 


WaLTerR MITCHELL, Jr. 
Assistant to the President, DUN & BRADSTREET, INc. 


How Well Did Business Fare in Renegotiation? 12 
War and peacetime profits compared; experience of large and 
small corporations in tabular form, grouped according to sales 
Gustave SIMons 
Counselor-at-law 


A City Plans Its Future Growth; Rye Will 
Modernize Shopping Center - = = ee 
Program devised to eliminate traffic congestion and _ restore 
partially blighted business district; other projects planned 

Howarp BaRNARD 
Associate Editor; Dun’s Review 


The Trend of Business > et ee ke. ae 
Industrial output continues to expand; employment reaches 
an all-time high; prices rise; wholesale and retail volume large 


Regional Trade Barometers - <0 SSeceele 


Blast Furnace, a poem “+ «+ [ee 
A. M. SULLIVAN 
Associate. Editor, Dun’s REVIEW 


Dun’s Review, September 1946. Published monthly by Dun & BRADSTREET, 
Inc., 290 Broadway, New York 8, N. Y. Subscription information on 
page 66. Frontispiece from Philip Gendreau. 





NORWICH, CONN.——STANDISEHE PHOLOGUAM 


The e Months Go VCH 


Norwich, an industrial center in southeastern Connectt- 
cut, is located at the head of navigation on the Thames 
River 13 miles north of New London. Here the Yantic 
and Shetucket Rivers converge to form the Thames. 

The city’s varied industries include the manufacture of 
thermos bottles, cartons, duck, awnings, velvet, woolens, 
tinsel, leather products, chemicals, shoes, picture wire, and 
cordage. 

In 1939 there were 59 industrial establishments, produc- 
ing goods valued at $16,423,354; 468 retail stores, with sales 
of $12,803,000; 144 service establishments, with receipts of 
$687,000; and 56 wholesalers, with sales of $11,007,000. The 
population in 1940 was 23,652. 

Colonists from Saybrook, Conn., purchased a tract of 
land at the head of navigation on the Thames and settled 
Norwich in 1659. Leaders were the Rev. James Fitch who 
was to become a missionary to the Mohegan Indians, and Cap- 
tain John Mason who had crushed the Pequot Indians in 1637. 

Benedict Arnold was born in Norwich and among the 
Revolutionary patriots living there was General Jedediah 
Huntington, a signer of the Declaration of Independence. 

The cover print, reproduced from a lithograph in colors 
in the Phelps Stokes Collection, New York Public Library, 
depicts the community in 1853. 














What is growing 
depends on 
who you are 





To the manufacturer of paper, growing trees 
represent a future source of supply of wood 
pulp... the raw material for his paper. 

The magazine publisher visualizes a fin- 
ished product... paper . . . flashing through 
his printing presses in a continuous stream. 

The manufacturer of refrigerators sees the 
beginnings of paper-base laminated plastics 
which when molded will form inner doors 
and breaker strips to keep cold in and heat out. 


To the fertilizer manufacturer, aware of 
the hazards to which his material is subjected 
in transit and in storage, trees represent future 
sturdy kraft paper bags, with multiple walls, 





which will assure customer satisfaction. 


Executives in the 21 basic industries which 
use St. Regis wood cellulose products discern 
the specific end product of the well-managed 
forest . . . fabricated plastic parts for autos, 
opaque printing paper for catalogs, durable 
paper bags for building products, foods and 
chemicals, or pulp for multiwall paper. 

St. Regis stockholders recognize that a fu- 
ture supply of raw material is in the making 
... keeping pace with expanding manufactur- 
ing facilities. 


On the widely spread timber holdings, consisting of over 

1,000,000 acres controlled by the St. Regis Paper Co., selective 

logging is already in practice, and each year of scientific for- 

est management brings these lands nearer to the coveted goal 

of sustained yield. Under planned management, and with T REGIS PA & 
continually improving methods for the control of fire, insects, e 

and disease, this vast forest area is producing a perpetual 

supply of raw material for wood cellulose products. 


St. Regis Products are sold by St. Regis Sales Corporation: NEW YORK * CHICAGO ® BALTIMORE * SAN FRANCISCO 


Allentown © Birmingham + Boston + Cincinnati + Cleveland » Dallas + Denver + Detroit + Franklin, Wa. + Los Angeles + Nazareth, Pa. - New Orleans + No. Kansas City, Me. 
Ocala, Fla. © Oswego + Seattle + Syracuse + Toledo + ‘Trenton + Buenos Aires, Argentina - Sao Paulo, Brazil - IN CANADA: St. Regis Paper Co. (Can.) Ltd., Montreal 





St. Regis “Tacoma” bleached and unbleached sulphate pulp . . . Multiwall Bags and Bag-filling Machines 
. .. Printing, Publication and Specialty Papers . . . Panelyte — The St. Regis Structural Laminated Plastic. 
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UNLOADING AT JERSEY CITY PIER—CORSON PIIOLOCRAPILT FROM DEVANEY 


//Ow can industry organiza- 
tions improve the position of industry 
Trade 
associations have shown a trend toward 


in the field of labor relations? 


more positive developments in labor re- 
lations. A number of national associa- 
tions in large and small industries have 
developed labor relations programs 
which are guiding their industries 
toward industrial peace and increased 
prosperity, Such associations have 
demonstrated the effectiveness of their 
plans for the mutual benefit of the 
laboring, consuming, and investing 
public. Widespread participation in 
labor problems by trade associations, 
however, is relatively recent. 

Since not only trade association his- 
tory, but the entire trend of current 
human relations suggests that bellig- 
crent organizations are becoming obso- 
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IN LABOR RELATIONS | 


WALTER MITCHELL, JR. 


Assistant to the President, 
Dun & Brapstreet, INc. 





The decision of the shipping 
interests to contract on an 
industry-wide basis was the 
greatest factor in bringing 
stability to labor relations 
in that industry, points out 
Senator Wayne Morse, Ore- 
gon, former member of the 
National War Labor Board 
and an authority on laboi 
problems. 





/ HE increasing importance of trade or em- 
ployers’ associations in improving the position of industry 1n labor 
relations is reviewed by Mr. Mitchell. He presents the activities 
which organized industry can profitably undertake in this field 
as well as the various objections to such activities. Functions 
range from job description and evaluation and wage and hour 


surveys to negotiating contracts. 


lete, this discussion is not concerned 
with them but rather with a description 
of the activities in the labor relations 
field which organized industry can 
profitably undertake. 

This discussion, moreover, will be 
limited primarily to industry groups 
(whether called trade associations or 
employers’ associations) rather than 
to geographic groups—the horizontal 
rather than the vertical organizations— 
because the important functions of local 
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employer groups have already been de- 
scribed in numerous books and journals 
devoted to labor problems. The work 
of trade associations, however, is rela- 
tively little known. 

The problem, then, is to analyze the 
types of association activity in the field 
of labor relations that have proved use- 
ful and legally sound. These activities 
are divided in two broad classes: in- 
formation, the gathering and distribut- 
ing of data on labor problems; and 
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Under the guidance of their national organization 
have long bargained 


local associations of printers 
Conferences be- 


in groups with their employees. 
tween the national trade association and the inter- 
rational unions on general laws have provided a 
more secure basis Jor negotiating local agreements, 
| Mitchell. 


according to Mr. 


negotiation, the actual collective bar- 


gaining of an association as agent for 


its members. 

In answer to questions by the Trade 
Association Department of the 
Chamber of Commerce of the United 
States, 220 out of 330 responding asso- 
ciations stated that they render labor 
relations information service to their 
members. <A tally of manufacturers’ 
trade associations from the directory 
compiled by C. J. Judkins in the United 
States Department of Commerce shows 
an even higher proportion reporting 
some work of this type. 

Most of the time tested activities of 
trade associations involving job descrip- 
tion and evaluation, wage and hour 
statistics, productivity standards, and 
analysis of union contracts apparently 
can be undertaken with little or no legal 
hazard. In fact, over-exposure to legal 
counsel seems often to result in compli- 
cated and confused thinking. Cer- 
tainly, with regard to the gathering of 
information in the labor field, a trade 
association executive or committee 
member can use his conscience as a 
practical, fast, and economical guide. 
If the proposed activities are such that 
he would have no qualms about telling 
both the Government and organized 
labor all about them, then they probably 
are safe legally. Advice from veteran 
trade executives is to plan the program 
first, then consult the attorney. 

In the field of active negotiation trade 
associations may meet with vocal and 
practical objections. Practically any as- 
sociation can count on a few members 
to raise objections to any work in the 
field of labor relations. Usually these 
members will be those whose shops are 
not unionized or who have had particu- 
larly sour experiences with unions. 

Some associations have solved this 
practical difficulty by organizing two 
labor relations groups, an open shop 
division and a closed shop division. 
The open shop group assists its 
members by the interchange of infor- 
mation and publicity material useful in 
fighting the unions (the furnishing of 
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labor spies, never too palatable in a 
democracy, is apparently a vanishing 
function); while the closed shop group 
may undertake collective bargaining on 
behalf of its members, or may limit its 
functions to the interchange of basic 
information on wage rates, contract 
provisions, and so on. 


Advantages 


Certainly, there is every reason why 
an association should attempt to im- 
prove labor relations in its industry. 
Lacking such efforts there is certain to 
be more Government interference with 
procedures in employment, the setting 
of wage rates, and the entire structure 
of collective bargaining. This issue has 
been one of the rare few on which 
management and labor have seen eye 
to eye. The viewpoint has been stated 
by Senator Wayne Morse of Oregon, 
former member of the National War 
Labor Board: 

“I do not think we should ever lose 
sight of the fact that freedom of eco- 
nomic action on the part of both em- 
ployers and labor is a very precious 
right, high on the list of American lib- 
erties. In my judgment it is so basic 
in the psychology of our people that 
any attempt to destroy it by legislative 
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ADJUSTING A PRINTING PRESS—DOUGLAS PHOTOGRAPH FROM GENDEE 


compulsion will result in so many vari- 
ous types of resistance that any such 
legislation is doomed before it is even 
written on the statute books. Free labor 
and free industry will see in it the 
danger of loss of economic liberties 
which, over the long years, have been 
more beneficial to the development of 
the American standard of living than 
could possibly have been the case if 
such freedom had not existed. After 
all, the right of free men to organize 
and bargain collectively and to strike 
or lock out, if necessary, has been a 
great check against exploitation. Don’t 
forget that government can be an ex- 
ploiter too, but usually it takes a very 
long time to remedy the exploitations 
of governments.” 

What are the jobs an association can 
do for its industry in this field? Suc- 
cessful experience of various trade asso- 
ciations indicates that the gathering, 
analysis, and distribution of informa- 
tion is usually a safe and constructive 
effort in any industry. The various 
main classes of information are: job 
Gescription and evaluation, wage and 
hour data, productivity standards, and 
terms of employment. 

An overly-simple but perhaps satis- 
factory definition of job description is 
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as follows: it consists of setting down 
a name or number for each job or proc- 
ess in a factory or an office, with a 
Gescription of the actions and respon- 
sibilities involved in carrying out that 
process. Along with job description, 
and sometimes considered a part of it, 
is job evaluation. This consists of as- 
signing unit values to various skills and 
degrees of responsibility to determine 
the relative worth of each job. 

The majority of associations and con- 
cerns which have described and eval- 
uated their workers’ jobs declare that 
it makes hiring easier, improves morale 
among workers, and decreases labor 
turnover. In short, productive efh- 


SOUTHERN RAILWAY FREIGHT TRAIN—DEVANEY PHOTOGRAPH 
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ciency and profits are increased. Ac- 
curate job description provides the only 
sound basis for collection of wage data 
which can be interchanged among 
members of an industry. However, it 
has been suggested that both job de- 
scription and job evaluation programs 
should not be undertaken by associa- 
tions in strongly unionized industries 
without the consent and co-operation 
of the union involved. 

Why assign this job to the trade as- 
sociation? Measured by the tests which 
govern most trade association work, it 
qualifies as a logical activity. It is prof- 
itable to the members; the cost of a 
thorough job is substantial, but, when 
shared, only a nominal part of that cost 
is carried by each member; an individ- 
ual member would gain little or no 
competitive advantage by undertaking 
the work independently. 


Wage and Hour Surveys 


A substantial number of trade asso- 
ciations have made or tried to make 
wage and hour surveys. Although 
many have found them useful and now 
collect wage data at regular intervals, 
others have found that it is easy for 
the information or data to fall short of 
full requirements. As every statistician 
has painfully learned, the uses to be 
made of specific data and the questions 
to be answered should be clearly under- 
stood and properly stated at the begin 
ning of a survey. Too, there is always 
a temptation to do a limited job to min- 
imize expense and to limit the burden 
on responding members. Many asso- 
ciations, however, have found, after 
completing a survey, that basic addi- 
tional information could have been 
obtained at a slight additional cost. In 
doing a thorough job at the outset there 
is less lost motion and considerably 
greater safety. 

In the preparation of wage and hour 
surveys by an association the following 
basic requirements, which constitute a 
synthesis of various opinions and ex- 
periences, should be borne in mind: 


t. The survey should yield informa- 


The railroads have had wide experience in re- 
gional bargaining. The Association of American 
Railroads, though limited in its power to deal 
with labor problems, represents the railroads in 
negotiating with the railroad brotherhoods through 
its three regional associations, Eastern, Southeast- 
ern, and Western. 
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tion which will serve the industry in 
the broadest possible manner, even 
though the job was inaugurated with a 
particular contract renewal or law in 
mind. 

2. At least a portion of the findings 
should be concise and simple enough 
for anyone to understand so that the 
inevitable publicity attendant upon 
hearings before a government body 
will give labor and the public a true 
and fair concept of the industry’s labor 
policies. 

3. When revisions of labor legisla- 
tion are anticipated, the effect on pay- 
rolls and operating problems of various 
provisions in these laws must be known. 
Factual background will be needed on 
all phases likely to be open to revision. 

A few trade associations have found 
it possible to develop standards of pro- 
ductivity which facilitate collective bar- 
gaining, improve workers’ morale, and 
can yield profits for the industry. When 
such standards do not exist, the indi- 
vidual manager and the local labor 
organization have the difficult task of 
trying to agree upon a fair rate of pro- 
duction. Some of this work has been 
done in collaboration with unions and 
often an association can work with 
unions to establish productivity stand- 
ards more effectively than can an indi- 
vidual member of the industry. 

On the other hand, some industry 
leaders and some unions with long and 
successful experience in collective bar- 
gaining declare standards of productiv- 
ity unnecessary as a bargaining instru- 
ment or measure of compensation. 
They find that a union, fairly treated 
and properly used, releases creative en- 
ergy and maintains productivity with- 
out the setting of standards. 

It is rather striking and worth con- 
sideration by trade associations about 
to undertake a study of productivity 
standards that one group of manufac- 
turers reports steady increase of pro- 
ductivity since the elimination of piece- 
work rates and bonuses from their 
union contracts several years ago. 
Their workers now share ideas for 
improvements which they formerly 
kept secret for fear that increased pro- 
duction would result in reduction of 
piece rates. Some associations have 
found it helpful to obtain the co-opera- 

(Continued on page 56) 
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’ Yow large were the profits on 
war business? Were they larger than 
peacetime profits? How did executive 
com pensation compare with profits? With 
sales? The answers to these and similar 
questions are on the opposite page. 

The experience of small and large com- 
panies may be com pared; they are grouped 
according to sales before the war (upper 
table) and during the war (1943; lower 
two tables). The data cover refund 
cases n all Federal departments of cor- 
porations for fiscal years ending in 1943. 
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URING the first few months 
of renegotiation of Government war 
contracts there was a tremendous in- 
terest in how it worked, an interest that 
was well warranted from the viewpoint 
of executives operating businesses, but 
an interest that could not be thoroughly 
satisfied then. Policies and practices 
were all very new even to Government 
people. When and if the overall re- 
sults of all renegotiations are published, 
they will be of real interest and value to 
students of business and of economics; 
even some business men will probably 
find time to compare their own results 
with the totals and averages. 

No complete information exists yet. 
But results of renegotiations of 1943 
have now been published in Govern- 
ment documents. There are still many 
renegotiations in progress; to those in- 
volved these figures have more than an 
academic interest. 

The basic data available for compari- 
son are: 

1. Renegotiable sales before and after 
adjustment for recapture of excess 
profits. 

2. Profits on adjusted renegotiable 
business in dollar amount and as a per- 
centage of sales and net worth. 
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IN RENEGOTIATION? 


GUSTAVE SIMONS 


Counselor-at-Law 


Other data are set forth in the tables 
accompanying this article, but for com- 
parison these are the most useful. It 
is important to realize that these are 
not the only factors properly considered 
in renegotiation; in these mathematical 
comparisons are possible. It is also 
necessary to eliminate the effect of other 
factors for which comparative measure- 
ments are not available. 

The information that is summarized 
in this article is based upon the state- 
ment of Colonel Maurice Hirsch, Gen- 
eral Staff Corps, Chairman, War Con- 
tracts Price Adjustment Board, to the 
Select Committee on Small Business of 
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the House of Representatives, and upon 
non-confidential information made 
available by trade associations and large 
numbers of manufacturers who have 
held war production contracts. 

In presenting this data I want to em- 
phasize that the only really sound moral 
or legal objection to a proposed recap- 
ture of profits in renegotiation is a 
demonstration that there has been dis- 
crimination against the contractor. 

In the light of a 95 per cent excess 
profits tax and the sacrifices of millions 
of fighting men, no war production 
contractor may properly object to any 

(Continued on page 44) 
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/1- OW can a city restore a par- 
tially blighted shopping district? 
Rye, N. Y., faced with traffic con- 
gestion and other evils which are 
draining away a substantial propor- 
tion of its retail trade, is answering 
this challenge by embarking on an 
ambitious program of future plan- 
ning. Besides a revamping of the 
business center this includes public 
works and other projects. 
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RYE WILL MODERNIZE SHOPPING CENTER 


Why 
. I YE, a residential community 
in Westchester County, New York, 
after three years of planning, is about 
to embark on a unique municipal re- 
development program designed to con- 
trol the future of the city by planning 
for its anticipated growth. This is high- 
lighted by a plan to revitalize the busi- 
ness center. 

What is happening in Rye is typical 
of the interest which business and civic 
leaders throughout the United States 
are taking in the formation of plans 
for the redevelopment of their com- 
munities so as to eliminate public eye- 
sores, obsolete shopping conditions, 
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HOWARD BARNARD 


Associate Editor, Dunx’s Review 


blighted housing areas, traffic bottle- 
necks, and other municipal handicaps. 

Most cities of any importance either 
have a plan in operation or one under 
way—some practical, others fanciful. 
Such planning is being handled in three 
ways: (1) by using local talent without 
calling in outside help, (2) by employ- 
ing outside experts without using local 
talent, or (3) by combining the use of 
local talent with that of outside con- 
sultants who know what has been done 
in comparable communities through- 
out the country and therefore what 
measures have proved most successful. 
Rye followed the third course. 


REVIEW -:+ §& 
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Noteworthy planning programs 
range from those in very large cities 
such as Philadelphia, Chicago, Detroit, 
Cleveland, and Los Angeles down 
through those in Cincinnati, Provi- 
dence, Dayton, Richmond, and Cam- 
bridge, Mass., to those in smaller cities 
such as Montclair and East Orange, 
N. J., and Concord, N. H., and in the 
still smaller municipalities of Green- 
wich, Conn., and Millbrook and Rye, 
mM. 7. 

The Rye program is distinctive in 
that there was a simultaneous public 
announcement of the completed plans 
of the Planning Commission and of 
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the approval of the project by the City 
Council with a referendum on financ- 
ing the first step of the redevelopment 
set for the first week in October. 

All work in Rye will revolve about 
a master plan which is part of a con- 
tinuing survey conducted by the Rye 
Planning Commission with the assis- 
tance of technical experts. Completion 
of the various projects will require at 
Costs will be fi- 
nanced through bond issues. 

Trafhc congestion and inadequate 
parking have been major factors in par- 
tially blighting Rye’s business district. 
A careful survey indicated the loss of 
a substantial part of the retail trade to 
nearby communities and to New York 
City. The long range program will 
divert through traffic around the busi- 
ness district. Stores will front on a 
grass-covered mall with entrances in 
the rear from ample, attractively land- 
scaped, off-street parking areas. 


least two decades. 


Besides revamping the business cen- 
ter, other aspects of the plan include 
provision of a more attractive, easily 
reached, and serviceable railroad station 
plaza; development of a community 
recreation field and five smaller fields 
so that there will be a play area within 
a half mile of every Rye home; creation 
of a trailway along the city’s natural 
beauty spot, Blind Brook; nineteen 
other public works projects, including 
storm drains, sewers, street extensions, 
and brook flood control measures; a 
program for tying the school system 
more closely into the community life; 
and one for overhauling the bus trans- 
portation system. Among the long 
range portions of the program are re- 
development of substandard areas of 
the community, improved boating and 
bathing facilities, and increased atten- 
tion to the improvement of the public 
beach and recreation park—Playland— 


and the Rye Town Park. 


OSE D MODERNIZATION ©} 


The plan is very flexible and the or- 
der in which its various parts will be 
carried out will be subject to public de- 
mand and suitable opportunity. The 
cost of the entire program can only 
be approximated; the best estimate 
now possible is that it may cost about 
$4,000,000. 

The service charges on the necessary 
borrowing are not expected to consti- 
tute a serious tax burden for two rea- 
sons. Debt service on the existing 
bonded debt of the city will shrink 
rapidly over the next five years. The 
development program together with 
normal population growth will bring 
about new construction, both of resi- 
dential and business properties, which 
will add additional values to the assess- 
ment roll. 

Thorough studies made by the Plan- 
ning Commission indicate that if the 
development program is carried for- 
ward, and if—as now appears likely— 


A comparison of the current aerial view on page 14 with the aerial perspective of the proposed first stage of the 
business district redevelopment, lower left, shows various improvements. A traffic circle has been constructed 
near the railroad station plaza and a business building removed so that a street might be cut through in the 
creation of a traffic loop around the central portion of the shopping center. Arcades have been erected, the road- 
way in front of the stores grassed over, and parking facilities provided in the rear of the buildings. In the pro- 
posed second stage, lower right, through traffic has been entirely eliminated from the business district through 
enlarging of the traffic loop. The building of a second traffic circle, with an underpass on the east side, permits 
shoppers to drive into the parking areas without becoming entangled with the Boston Post Road traffic. 
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high assessment practices prevail, the 
assessed valuation of real estate in Rye 
will be at least $45,000,000 by 1960, a 
gain of more than $5,000,000. 

The survey and preparation of the 
master plan have cost less than $20,000 
to date, but the Planning Commission 
has drawn heavily on the services of 
skilled volunteers. 

The public will have its first chance 
to decide on the program during the 
first week in October when it will 
vote on approval of a $600,000 bond is- 
sue to finance step one of the first stage 
of the program. If sanctioned, the 
funds will be used principally for ac- 
quiring land in the business district for 
parking areas. The numerous private 
homes on these sites will not be de- 
molished, however, until the housing 
shortage eases. Any excess of funds 
probably will be used for recreational 
projects such as development of the 
community play field. 


City Planning Starts 


An awakening to Rye’s municipal 
problems and what could be done to 
overcome them came shortly after the 
First World War and again in the late 
1920's when consulting engineers were 
retained. Little could be done on the 
engineers’ report to the Planning Board 
because of the market crash and the 
subsequent depression. The current 
program originated in 1943 under the 
chairmanship of Arthur W. Packard 
after the Planning Board had been re- 
constituted as the Planning Commis- 
sion. The plan for improving the 
business district was devised a year later. 

Consulting specialists were retained, 
the first of these being Frederick J. 
Adams, professor of City Planning at 
Massachusetts Institute of Technology. 
An economic analysis of Rye’s business 
district was made by Dr. Homer W. 
Hoyt, associate professor of Urban 
Land Economics at Massachusetts Insti- 
tute of Technology and consultant to 
various Federal and private organiza- 
tions on real estate and planning. The 
business district redevelopment plan 
was worked out by Ketchum, Gina and 
Sharp, New York architects. Charles 
E. Hendry, known for his work as re- 
search director of the Boy Scouts of 
\merica, examined the city’s recrea- 
tional needs. 
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While Rye covers six square miles, 
less than 2 per cent of the area is utilized 
for commercial and industrial purposes 
and less than 1 per cent is occupied 
by apartments and two-family houses. 
Private homes and estates occupy 58 
per cent of the area; public and semi- 
public lands, 23 per cent; while streets 
and inland waterways take up the re- 
maining 16 per cent. 

Rye has as its sole industry a boat 
yard and receives its basic support from 
business and professional men working 
in New York and from persons receiv- 
ing an independent income from in- 
vested capital. 

The city had a population of 10,435 
in 1945 which is expected to increase 
to a minimum of 13,200 by 1950. The 
income of Rye families was $20,875,000 
or an average of $7,919 per family in 





PURCHASE STREET AS IT APPFARS TODAY 





1944. Total retail purchases of Rye resi- 
dents in 1944 amounted to $9,000,000 or 
$3,000,000 more than the sales in local 
stores. The purchases made outside of 
Rye consisted mainly of apparel, gen- 
eral merchandise, furniture, restaurant 
meals, and some food, reports Dr. Hoyt. 

Future developments in population 
growth, commercial expansion, and 
fluctuations in costs may cause either 
minor or major changes in the master 
plan. 

The business area phase of the plan 
is engineered so as to take full advan- 
tage of existing streets, buildings, and 
property values and to be capable of " 
realization by successive stages so that 
its progress is financially and physically 
possible. 

Several phases of the program have 

(Continued on page 36) § 





How the dominance of the proposed municipally constructed arcades will largely overcome 
the motley appearance of the Rye stcre fronts is shown in these two views of the samc 
location. The arcades will supplant present awnings and will provide protection from sun 


and rain, 


Store signs will be restricted to harmonize with the arcades; overhead wires 


will be concealed. The roadway will be grassed over and intersected with walks. 
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SCRILN TRAVELER FROM GENDREAU 
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.. PRICES . . . TRADE . . . FINANCE 


Industrial output was at a post-war peak in July and continued to 
increase. Employment rose to an all-time high. Income payments 
moved upward. Wholesale and retail prices increased considerably. 


Retail dollar volume remained large. 


Y NpUSTRIAL production 
in July rose beyond the post-war high 
of the previous month. For the first 
time since the end of the war, the sup- 
ply of labor and material and the labor- 
management situation were such that 
output gained steadily over a two- 
month period. The index of industrial 
production is estimated to have risen 
5 points to 175 in July, about 17 per cent 
below the 210 for July 1945, the last war 
month (Federal Reserve Board’s index, 
physical volume, seasonally adjusted, 
1935-1939 = 100). 

Difficulties in obtaining pig iron and 
scrap did not prevent steel output from 


Industrial Production 




















mounting steadily throughout July to 
reach a level above any since the same 
month a year ago. Total production 
was about 6.6 million tons, up 17 per 
cent from that of June and only 6 per 
cent under that of a year ago. Al- 
though shipments of finished steel 
were curtailed to some extent by freight 
car shortages, the sustained level of 
production in June and July resulted 
in larger deliveries in July than in any 
previous month in the year. 
Production of crude copper, which 
declined from October 1945 through 
April 1946, in June was less than one- 
half that of the same month in 1945. 
Further output gains were noted in 
July and industrial shipments, includ- 


Failures were up slightly. 


tremely high levels reached before the 
April and May strikes. 

Reflecting the increase in production 
and shipments of basic materials in 
June and July, production of many con- 
sumer hard goods was boosted, includ- 
ing electric and gas ranges, radios, 
vacuum cleaners, refrigerators, wash- 
ing machines, and automobiles. Ship- 
ments of many of these items were close 
to pre-war levels; unfilled orders con- 
tinued to cover many month’s produc- 
tion in most lines. Output of building 
materials increased slightly in July, 
with output of those dependent upon 
iron and steel improving slowly. 


Employment 


Millions of Persons; U. S. Bureau of Census 

















FOE RS RY SIE Re fe SER Pink ing releases from the government sind nh th aad 
1943 1944 1945 1946 a - ‘ . ? 
January pe a ye ws stockpile, increased slightly. In zinc _ fanvary $14 * ani mi 
February 232 244 236 152 . ; 1 | 2 ik a ; en February 3! 2 50 3 50.6 st 7 
March 2 241 225 168 mines and smelters, strikes were set- March 51.2 50.5 50.8 53-0 
April aow™ » - led: : | Simil: ae Apel 51.6 51.3 51.2 a 
May 239 a : a tled; output rose in July. Similar gains May sab 52.0 51.3 5533 
June 237 235 170 - June AON | 3m, ee if 56.7 
July 240 230 nt occurred in lead output. About 50.8 July 548 34.0 343 58 
August 242 232 owns . August 54-4 53-2 53-5 
September | 244 230 million tons of Bituminous coal were — september | 530 32.3 $13 
October 247 232 ~ ff x p . s October §2.2 52.2 51.6 
November | 247 232 168 “NY mined in July, slightly more than in November | 517 515 517 
December 241 232 163 “ December 51.0 50.6 51.4 
* Approximation; figure from quoted source not available. June but II per cent below the ex- * New series. 
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hing production in 


Texule and clot 
the second quarter Of 1940 increased 
over the previous period; many tabrics 
for civilian consumption were pro- 
duced at an all-time high. Cotton spin- 


ning looms in June were operating at 


115.1 per cent of capacity, up 4.6 points 
trom the May rate. Cotton broad 
woven fabrics in June were produced 
at the highest weekly rate for 1946. 
Gains in textile output were estimated 
tor July, with large percentages being 
by the CPA for the low-end 
industrial 


set aside 
clothing program, certain 
and agricultural needs, and export 
programs. 

Harvesting reports in July indicated 
bumper crops of wheat and corn. 
Meat production in July was almost 
twice that in June; butter output was 
virtually unchanged. 

The dollar volume of manufacturers’ 
shipments, new orders, and inventories 
rose steadily since February. Both new 
orders and inventories in July were 
above levels a vear previous, while ship- 
ments Were about 20 per cent less. 

According to the 

usual seasonal 


] 


pattern, many school age workers be- 


came emploved for the Summer vaca- 
tion period and were the major factor in 
the increase in total employment in July 


to an all-time high. Employment had 


risen continually since the first of the 


vear and stood at 58,130,000 in the week 


ending July 13 (U. S. Bureau of the 


Census). Both agricultural and non- 


agricultural employment were greater 
in July than in June. With the expan 


sion of industrial and construction ac 
: 1 


tivity, workers continued to be ab- 


sorbed in those lines. 
from 


lecr ] 
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Unemployment 


2,560,000 in June to 2,270,000 in July, 


» dew / | 
of which about one-half were war 


As demobilization was al- 


and 


veterans. 


most completed more veterans 


were finding employment, there were 
fewer veterans becoming unemployed. 


The number of initial unemployment 


] 


compensation claims filed decreased 


each week in July to the lowest level 
since last August. Idleness of workers 
due to labor-management disputes 
reached a new post-war low in July. 
As in June, there were no large work- 
those which had 


stoppages such as 
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Wholesale Commodity Prices 


1943 1944 1945 























Jar 101.9 103.3 104.9 107.1 
Fe 102.5 1 105.2 ~ 
M 103.4 1 8 105.3 1o¥9 
7 ! , ' 7 116.2 
M 104 ; t tt 
some 1124 
105.9 123.0° 
1 
105.9 
. 106.8 
December K 104.7 I 
® Approxima iwure from quoted source no lab} 
Approximation; figure from quoted source not available 


occurred between September and May. 
The 


jobs in manufacturing industries to the 


proportion of workers leaving 
total holding positions continued to ap- 
proximate the war-time rate at a level 
two- 


more than twice that in 1939; 


thirds of the separations were due to 
voluntary quitting. 


Increased ind ustrial 
f phy 4 


employment in July re- 
sulting in larger payrolls than in June 
helped raise total income payments. 
Total income payments to individuals 
in July, after seasonal adjustment, were 
estimated to be slightly above an annual 


rate of $161 billion compared to a rate 


140 = 


130 ~ : . 


WHOLESALE COMMODITY. PRICES. SINCE V-J DAY 


Consumers’ Price Index 


Index 























J ? 4.2 $27.1 

I 28 126.9 

MI Ss 3.8 126.8 

Ay 1 1 4.6 27.1 gp 
] 253.4 atte 

~ ee ee > 
July Pm joven OE 129.4 

\ ' 6.4 

S 122 z 
O r 124.4 8 

No er 4-2 1 

December 24.4 127 129.9 

* Approximation; hgure trom quoted sour ot available 


of $160.8 billion in June and $163 in 
July 1945. 


Wages 1n 


Income from salaries and 
June, up from May, was 9 
per cent below that of June 1945; 1n- 
come from interest payments and 
dividends was 21 per cent above that 
of a year ago. 

Demands of labor for higher hourly 
wage rates brought about a monilily 
rise of about 2 cents in average hourly 
earnings for three consecutive months 
reaching $1.07 in May; in June the rise 
was only about 1 cent and in July it was 
estimated to be even less. In June aver- 
age weekly earnings rose to $43.10 
from $42.46; in July they were about 1 
cent under the $45.45 for July 1945. 
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The wholesale price index of all 
commodities at the end of June 
1946,when the O.P.A. expired tem- 
porarily, was 7 per cent above the 
level at the time of V-J Day. From} 
the end of June to the end of July 
of this year, the index rose 10 per 
cent. Of the selected group indexes 
shown, the food index had the 
greatest increase from V-J Day to 
jthe end of July. The index of all 
|commodities in July 1946 was 
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4O — 





30 
















| about 27 per cent below the all-time 
| high reached in May 1920; it was 
1104 per cent above the depression 
low in March 1933. This weekly 
index of the U.S, Bureau of Labor | 
AStatistics is based on the prices in 
ptimary markets of about 900 
| commodities; 1926 = 100. 
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WHocesaLce Foop Price INDEX 
The index is the sum of the wholesale price per pout 
nmodities in general use 
1946 1945 194¢ 
0. .$5.3 Aug. 21..54.0% High $5.34 Aug. 2 
13.. 5.30 Aug. 14. 4,09 Low 4.42 Jam. 22 
On¢ S39 Aug. 
3 5.24 July 31 4.1 104 
5 July 24 4.11 High $4.16 Ne 
J 1 5-20 July 17.. 4.10 Low 4.04 Sey 
Daity WHocvesace Prict INDEX 
Th lex is prepared trom = spot clos pr 
nmodities. (1430-1432 = 1 
\ July June 
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Between June 30 and July 

26 prices of all commod- 
ities were uncontrolled and subsidies 
for many removed as the OPA was 
temporarily suspended. As indicated in 
the graph above, wholesale prices in 
this period increased drastically. With 
the renewal of the OPA old price ceil- 
ings were reestablished on all commod- 
ities until new ones could be devised, 
excepting tobacco, petroleum, and va- 
foods which remained 


rious uncon- 


trolled. Wholesale prices averaged 0.7 
per cent higher in the week after the 
renewal of OPA. The wholesale com- 
modity price index (U. S. Bureau of 
Labor Statistics; 1926 = 100) was es- 
timated to be 123.0 for July, 8.9 per cent 
above the 112.9 for June. Between the 
end of June and the end of July raw 
materials rose 11 per cent, semi-manu- 
factured products 4 per cent, and fin- 
ished products 12 per cent. 

In July the consumer’s price index 
rose to 141, a later figure than on the 
chart (U.S. Bureau of Labor Statistics, 
DUN S& 
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1935-1939 = 100). This rise was due 


primarily to higher food costs which 
were up 13 per cent. Prices of non-food 
items rose less than 1 per cent. Approx- 
imately 20 per cent increases in prices 
of dairy products and 30 per cent in 
meat accounted for the major part of 
the rise in total food prices. 


The rise in prices during 

July was reflected in the 
large dollar volume of retail sales. Vol- 
ume for the first seven months of this 
year totalled about $50 billion, more 
than twice the volume for all of 1929, 
the record peacetime year. The U. S. 


Retail Sales 


5. n td dt US. Department of € e 
1943 1944 1945 1949 

January s.r 173.6 193.3 237.6 

Februa 108.4 739 193.9 24353 

Marc 1613 177.9 196.4 241.6 

April 159.0 1696 180.6 236.2 

May 156.5 174.5 184.6 236.9 

June 164.2 174.4 185.6 257 

July 164.4 179-4 198-4 243 ° 

August 165.9 180.7 196.2 

September 165.6 199.1 195.2 

October 169.3 185.0 207.4 

November 674.8 192.0 220.1 

December 171.4 187.7 216.8 

















* Approximation; figure trom quoted source not available 
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Department of Commerce’s index ol 


retail sales (seasonally adjusted, 1y35- 
1939 = 100) was estimated to have 
risen 2 per cent to 243 in July, 22 per 
cent above that of the same month a 
year ago. 

Buyers’ strikes against high prices 
had a negligible effect upon the dollai 
volume of retail sales. Some resistance 
to prices was apparent in the increased 
selectivity of the consumer. During the 
month there were extensive clearance 
sales, as stores cleared stocks of Sum- 
mer goods and disposed of odd lots. 
Increasing quantities of formerly 
scarce commodities appeared on the 
market and helped raise retail volume. 

Wholesale volume in July rose over 
that of June to a level about 25 per cent 
above that of July 1945. The value of 
wholesale inventories was slightly 
higher on July 31 than on June 30. 
Deliveries in many lines became more 
regular; new order volume remained 
high. 

(Continued on page 20) 
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Distinctive, the World over, is the head of a Toledo 
Scale. In factories, dairies, mines or mills—wherever 


seen it means Accurate Weight. For inside the Toledo 
head is that ingenious Toledo full-floating, double- 
pendulum device which balances weight against 
weight to give accurate weighings with split-second 
speed. 

Today it is true, as it has been for more than thirty 
years, that “Toledo on your scale head means ACCU- 
RACY in your weighings.” 

Watch for this head—you’ll see it where Accurate 
Weights are wanted, 

Toledo Scale Company, Toledo, Ohio. 


TOLEDO 


SCALES 











Uncertainties about 

the future of price 
controls had a depressing effect on 
stock trading on the New York Stock 
Exchange for most of July. The month- 
ly volume was the smallest since July 
1945; during the month prices of rail- 
roads, utilities, and industrials fell but 
were above the year’s low in February 
and March. 

Commercial, industrial, and agricul- 
tural loans for member banks of the 
Federal Reserve System in ror cities 
rose sharply throughout July, extend- 
ing further the continuous expansion 
of the last two months. The loans aver- 
aged $7.9 billion in July, compared to 


about $5.9 billion in the same month a 


Industrial Stock Prices 


fonthly Average of Daily Index, Dow-fones 


1933 1944 1955 1946 





January 023.52 137-74 








hebruary 127.40 135.97 
March HZLAS 139.07 
April 134-13 137-19 
May 138.60 139.22 
June 141.25 145.46 








142.90 
August 
September 
October 








December 





year ago. Excess reserves of member 
banks of the Federal Reserve System in 
July changed very little from the low 
point for the year reached in June. 
The Government in carrying out its 
aim to reduce the public debt started 
paying off $1.25 billion in maturing 
certificates in cash rather than by re- 
funding on August 1, bringing the 
total debt reduction since March to 


€13.5 billion. 


A There were 74 busi- 
ness failures in July, 

a few more than in June, when failures 
were at the lowest level for 1946. In 
July there were more failures than in 
the same month Jast year when a record 
low was established for the month of 
July. The Failure Index, up slightly 
from a month ago, indicated an annual 


| rate of 4 concerns failing per 10,000 


| business enterprises. 


Liabilities involved in July failures 
aggregated $3,434,000. While this was 
about $400,000 above that of the pre- 
vious month, it was the lowest amount 
recorded for any July. Failures were 
most numerous in the $5,000 to $25,000 
liability class. Failures in this size 


group, rising from 23 in June to 31 in 





* Shields Delicate Surfaces 


Cloud-soft and clean, KIMPAK protects the 
most highly finished surfaces against press- 
marking, scratching, rubbing, marring of 
other damage in shipment, One important 


reason why much of America’s finest met- 


chandise goes to market in KIMPAK. 


Photo courtesy Zenith Radio Corp. 


We are producing all the KIMPAK we pos- 
sibly can, but, due to the great demand 
your distributor may have some difficulty 
in supplying you immediately. 
© ® ® 

An illustrated booklet on KIMPAK ‘‘Float 
Packaging,’’ is now available. For your free 
copy, see your KIMPAK Distributor or matl 
4 postcard to Kimberly-Clark Corporation, 
CrepedWadding Division, Neenah, Wisconsin. 
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* Guards Liquid Shipments 


Thick, resilient KIMPAK Creped Wadding 


fends off shocks that shatter fragile bottles. 


And in case of leakage, there are KIMPAK 
types that will absorb up to 16 times their 


weight in water within 30 seconds! Liquid 
or solid products ship more safely in KIMPAK. 


Photo Courtesy D. A. Lubricant Co. Inc. 





* For Every Interior Packaging Method 


Whichever basic interior packaging method 
you use—blocking and bracing, flotation, 


absorbent packaging, or surface protection— 
you'll find that KIMPAK Creped Wadding 


can do the job you require better, faster and 
at lower cost. 


Photo courtesy Yale & Towne Mfe. Co. 


A PRODUCT OF 


Kimberly 
Clark 


RESEARCH 





CREPED WADDING 


*KIMPAK (trademark) means Kimberly-Clark Creped Wading 
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PAYROLL HEADACHES 





—A TODD PAYROLL SYSTEM 








A Todd Payroll System will keep 
your accounting department happy 
and your payroll records up-to-date. 
It not only cuts payroll work iz half 
but also eliminates costly overtime 
in getting the records in shape for 
the Wage and Hour Inspector and 
other State and Federal agencies. 
Better switch toa Todd Payroll Sys- 
tem. With its help, any clerk can post 
employee statement or check, payroll 


sheet and individual earnings record 


all in one speedy operation. 











ROCHESTER e NEW YORK 
3 

SALES OFFICES IN PRINCIPAL CITIES 

DISTRIBUTORS THROUGHOUT THE WORLD 





In addition to operating efficiency, 
it offers safety, control, and employee 
satisfaction, Can you afford mot to 
know what it can do for your com- 
pany ? Get complete details by mail- 


ing the coupon below. 





WHAT CUSTOMERS SAY: 


| “We are very pleased with your 
system because it saves about 60% 
of our payroll posting time, and 
also saves considerable time in the 
all-around preparation of our 
weekly payroll...We really appre- 
ciate the many benefits which we 
are deriving from your system and 
we heartily recommend it to others.” 

Clyde Collins, Inc. 


Memphis, Tennessee 




















THE TODD CO., INC., Rochester 3, N. Y. 
Please give me the facts about Todd Payroll 
Systems that speed quarterly reports, cut pay- 
roll posting time, increase accuracy and meet 











all State and Federal regulations. DR-9-46 
Company. wl = 
Address. = 
City County State 
By. _ 
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{ july, were lower than in the com para- 


ble month of last year. Failures with 


losses in excess of $25,000 continued 


above the 1945 level but the difference 
was small in July. 

Almost half of the month’s total 
number of failures and an even larger 


proportion of the liabilities were con- 
centrated in manufacturing. The ma- 


chinery industry continued to account 
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FAILURE 
INDEX 


Apparent annual failures 


oer 10,000 enterprises 














For Seasonal Variation 
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(942 (943 (944 1945 


THE FatLureE RECORD 
july June July PerCent 
1946 1946 1945 Changet 


Dun’s Farcre [Noex* 
3.8 


Caadimsted q..060000< 3-9 4-5 —13.3 
Adjusted, seasonally... 4.1 3.8 49 —16.3 
NuMBER OF FAILURES.... 74 69 72 + 
NUMBER BY SIZE OF DEBT 
Under $5,000......... 20 24 19 + 5 
$5,000-$25,000 ....... 31 23 32 en 
$25,000-$100,000 ..... 14 15 3 + & 
$100,000 and over.... 9 q 8 +1 
Number By [Noustry Groups 
Manufacturing ...... 36 25 19 + 84 
Wholesale Trade...... 5 4 2! o 
Retail Trade. .......- 17 24 30 = 43 
Construction ...++6++ 9 13 9 ( 
Comfhercial Service... 7 3 9 —22 


Liasitities (in thousands) 


$3,434 $3,006 $3,650 


Current ..cccccccccce _ 
$3,493 $3,006 $3,659 — 


Total .ccccccccccccce 


6 
5 


* Apparent annual failures per 10,000 enterprises; for- 
merly called Dun’s INsotvency INDEX. 
+ Per cent change of July 1946 from July 1945. 


tor the largest number of failures; lia- 
bilities in this one line topped $1,000,000. 
Only two other lines in any trade or 
industry group had five or more fail- 
ures—transportation equipment in 
manufacturing and building subcon- 
tracting in construction. In the trans- 
portation equipment field, five manu- 
facturers failed, the highest number in 
more than a year and a half. 

Retail businesses failing dropped to 
seventeen, the next-to-lowest on record 
for that trade. Failures of eating and 
drinking places, which usually comprise 
a large part of the retail total, were 
down to four. Sharp declines from last 
year also appeared among food retailers 
and automotive. dealers. While liabil- 
ities in each of four manufacturing 
lines—chemicals, iron and steel, ma- 
chinery, and transportation equipment 

















LOOK HERE... 
Mr. BUSINESS 
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Do you care what THEY think about you? 


FACTS about your business can build constructive, understanding attitudes 
among employees and plant-community people. Facts are a must in 
winning industrial harmony, increased production, lower employee turnover 

. . . A specialist can put the facts about your business before your 
own home-town people . . . . Why not 


explore the advantages of a grass roots 





advertising campaign with us? 


FRED RUDGE, INC. 


Opinion-Forming Advertising 


475 FIFTH AVENUE NEW YORK 17, N. Y. 








trade marks. To see a watermark dis- 
tinctly, hold it to the light. It should 
reveal what the paper is made from 
...the finest papers are made from 
cotton fibres. Further, the watermark 
should reveal the exact cotton fibre 
content ... the more cotton fibre, the 
better the paper. Finally, it should 
reveal who makes it... like Fox 
River — makers of fine cotton fibre 
papers since 1883. 

@ Ask your printer, lithographer or 
engraver about Fox River papers. 
He'll be glad to recommend the pa- 
per with the correct cotton fibre con- 
tent for each business need. 





@ Watermarks are letterhead paper 


THE WATERMARK 
[> 1 


quolitG, quanowitec 
BE SURE J] Soest contain cotton Fibre? 
IT SAYS | 2)" le ett 


THINGS fl ne wae 1 


_—- 











BOND, LEDGER AND ONION SKIN PAPERS 





FOX RIVER 


402-I South Appleton Street 


PAPER 


CORPORATION 


° Appleton, Wisconsin 
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~-cxceeded $100,000, only one retail 
line—furniture—had liabilities in this 
volume range. 

The 25 largest cities and the balance 
of the country reported about an equal 
number of failures in July. There was 
little change in either district, from the 
1945 record for July. Failures did not 
run higher than three in any big city, 
except in New York, Philadelphia, and 
Fifteen of the twenty- 
five cities did not have any failures dur- 
ing the month. Eight concerns failed 
in both Los Angeles and Philadelphia; 
seven failed in New York. In Philadel- 
phia failures reached the highest level 
since May 1944. Two-thirds of the 
month’s aggregate liabilities were con- 
centrated in the large cities. Failures 
occurring in New York, Detroit, and 
Los Angeles had total liabilities above 


Los Angeles. 


$100,000. 

Five of the nine regions had only 
1 or 2 failures in July. The Middle At- 
lantic and Pacific States reported more 
than 20 concerns failing. California 
had 22 failures, twice as many as any 
other State. Pennsylvania and New 
Jersey followed with 11 and 1o failures 
respectively; in 30 States there were 
no failures. 


Farturrs py Divistoxs or INpustry 











(Current liahilities in —Number~ —Liabilities~ 
thousands of dollars) Jan Mav Jan. - May 
1946 1945 1946 1945 

\TINING, MANUFACTURING... 241 167 13,580 «11.816 
Mining—Coal, Oil, Misc... 10 12 1.081 2,380 
Food and Kindred Products 14 “ 594 271 
Textile Products, Apparel. . 18 14 275 201 
lumber, Lumber Products. . 28 28 934 1,105 
Paper, Printing, Publishing. 6 7 123 30 
Chemicals, Allied Products. 13 8 1,208 58 
Leather, Leather Products. . 2 t 159 28 
Stone, Clay, Glass Products. 5 t 265 164 
tron, Steel, and Products... 11 16 702 R18 
MACRIGESY 5.4570 s10,49 virceeners 70 26 5.486 2. Ras 
Transportation Equipment. . 8 17 606 1,084 
Misc€Ham@OUs: sc sos scewces 16 24 2,057 1,593 
WHOLESALE TRADE. ........ 15 34. «2,234 Rit 
Food and Farm Products... 14 10 «4,225 379 
WORT cases ceesene 2 2 14 26 
LEY SHOGMES «:< sino ais ciaees e's 1 I 20 3 
Lumber, Bldg. Mats., Hdwr. 2 3 208 113 
Chemicals and Drugs....... { 2 47 68 
Motor Vehicles, Equipment. I ae 47 35 
MisCOMANCOUE ....6i5 scesscee 21 16 673 202 
RUTAI TRADGs cic kc ceecaaes 158 218 3,840 2,178 
Pood and Liquor. ..... re 35 180 250 
General Merchandise ....... 8 tl 142 Ro 
Apparel and Accessories.... 24 23 306 164 
Furniture, Furnishings..... 9 5 861 23 
Lumber, Bldg. Mats., Hdwr. ) II 120 03 
Automotive Group.......-- 28 26 «1,351 512 
Fating, Drinking Places.... 34 67 541 575 
Drug Stores «0.06656. ccccses 7 9 30 8o 
Miscellaneous .....-+--+e+- 17 31 309 390 
CONSTRUCTION .....00--e00% 69 56 1,554 2.720 
General Bldg. Contractors. . 18 15 696 2,034 
Building Sub-contractors... 49 390 564 582 
| Orcher Contractors.......... 2 2 204 113 
CoMMERCIAL SERVICE ....... 41 51 $.44 3,831 
Highway Transportation. .. 17 15 3,040 3.007 
Misc. Public Services....... “F 4 nr 90 
MN, SE eore cic gars kan Sa I I 687 401 
Cleaning, Dyeing, Repairs. . 5 3 25 51 
BSUMAPIES occo 5 estes 4 2 211 23 
en Eee eT 2 2 16 
Other Personal Services..... 10 6 80 18 
Business, Repair Service.... 22 18 398 156 
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| It’s as simple as this.... 


You just feed papers into the Recordak. 
As fast as you feed them in, they're 
photographed automatically . . . thousands 
on a single roll of Recordak microfilm. 








... that’s why Recordak microfilming 


is bringing new efficiency to business routines 


No need _ to let old-fashioned methods limit 
your efficiency. Not any longer! 

Now when you have business operations 
involving accounting, transferring of infor- 
mation, and record-keeping, you can do them 
photographically... with Recordak microfilm- 
ing. Do them witha speed and accuracy non- 
photographic methods could never match. 


1000 letters microfilmed with 
Recordak for as little as $1.00 


With rented Recordak equipment, you can 
photograph letter-sized records for the low 


price of $1.00 per thousand. And using the 
Recordak Microfilming Service, you can have 


this done for you—in your own office or a- 


Recordak branch office—for only a triflemore. 
7 5 gv 


Because of its simplicity—and consequent 
inexpensiveness—unlimited possibilities for 
the use of Recordak microfilming exist in 
almost every business. Make sure you over- 
look none of these possibilities. Write for the 
new free book, 50 Billion Records Can’t Be 
Wrong.” Recordak Corporation, Subsidiary 
of Eastman Kodak Company, 350 Madison 
Avenue, New York 17, N. Y. 


Mail coupon for FREE book 
RECORDAK CORPORATION 


gun RECORDS 





=RECORDPK 


(Subsidiary of Eastman Kodak Company) 


350 Madison Avenue, New York 17, N. Y. 


Please send your new book about Recordak micro- 
filming, “50 Billion Records Can’t Be Wrong.” 


originator of modern microfilming 


—and its uses in business systems Name 
| a a es me ee 


City 








RETAIL 


The 
in June. Reg 


ional trade 


ETAIL stores’ sales volume con- 
unued very high in June. Con- 
sumers bought considerably more than 
in the corresponding month a year ago, 
but spent less than in May, the peak 
month of the first half of the year, All 
retail stores in the United States had a 
total volume of sales of $7.7 bon dur- 
ing June as compared with $7.9 billion 
in May (United States Department of 
Commerce). This was a drop of 3 per 
cent. The figure for June was 27 per 
cent higher than the $6.1 billion for 
1945- half of 
1946 retail sales were approximate)) 
$43 billion, an increase of 25 per cent 
over the first six months of 1945. 
Preliminary data indicate that July 


June During the first 


retail sales were about 23 per cent above 
a year ago, with the best gains in the 
Northwest and the East. 

The level of consumers’ purchases of 
commodities in the United States, as 


indicated by the Dux’s Review Trade 























activity ts reported by the local Dun 


Barometer, was nearly 21 per cent 


above a year ALO. The barometer WA hich 
is adjusted for seasonal variation and 
for the number of business days in the 
month stood at 253.1 in fune (1935- 
1939 100). This is a new record 
high for the barometer and is 3.5 per 
cemt above the 244.5 jor May. The 
seasonally adjusted preliminary ba- 
rometer for July ts 251.7, a drop of 1 
per cent from June and 21 per cent 
above July 1945. 

In all of the 29 Trade Barometer 
regions of the United States the ba- 
rometers were we)) above those for 
June 1945. The best gains were in the 
Denver Region (25), the Albany, 
Utica, and Syracuse Region (3), the 
North and South Carolina Region 
(19), and the Cincinnati and Columbus 
(9). The 
were in the Maryland and Virginia 
Region (18), and the New England 


Region (1 }. 


Region smallest increases 
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VOLUME REMAINS HIGH 


United States Trade Barometer (seasonally adjusted) fell to 251.7 in July from 253.1 
& Bravsrreet, [Nxc., offices. 


From May to June the barometers 
rose in all but 2 of the 29 regions. 
Those where the barometers fe)) were 
the New England Region (1) where 
it dropped less than 1 per cent and the 
Portland Seattle Region (27) 
where it fell less than 2 per cent. Gains 
during the month ranged from about 


and 


half of 1 per cent in the Maryland and 
Virginia Region (18) to 10 per cent in 
the Cincinnati and Columbus Region 
(9). 

In the regions of the Northeast and 
those bordering the Great Lakes and 
those in the North Centra) sections of 
the United States these indexes of con- 
sumer purchases were below the aver- 
age for the United States as a whole 
and have been in that position for some 
months. In the South and West the 
barometers were above that for the 
United States, with the Florida Re- 
gion (21) leading. 


(Regional Reports begin on page 28) 


REMINDING you about America’s 
most popular all-purpose woodworking machine! 
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Before the fighting ended, we started to tell you, as an executive, about 
America’s outstanding woodworking machine. 


The war-time record of DeWall proved beyond doubt that this machine 


is the No. 1 all-purpose saw for your postwar woodworking needs. 








Many of the executives who read this magazine responded to our first 
advertising and secured the necessary technical information to pass along 


to their men. Many bought DeWalts. 
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Despite nation-wide shortages during the past year, we have been con- 
sistently stepping up production to meet new demands. Deliveries are 
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If you haven't ordered your DeWalt, remind your buyers to place your 


order now. Write for new catalog and latest price lists. 
D W PRODUCTS CORPORATION 
i AL 7 2207 Fountain Ave., Lancaster, Penna. 
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...to executives of closely-held corporations 
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so ablished 


Reprint d by permission 
of Guaran _ Trust Company of New York 


from its booklet, “Your Company, Its Stockholders, 
and the New York Capital Market.” (Copyright 1946.) 


Our partners are always available for a discus- 
sion of the practical steps to be taken in broad- 
ening the market for a corporation’s securities 


KIDDER, PEABODY & CO. 


FOUNDED 1865 


Members of the New York Stock and New York Curb Exchanges 


NEW YORK BOSTON PHILADELPHIA CHICAGO 








TRADE ACTIVITY 
IN TWENTY-NINE REGIONS 
(CONTINUED) 


REGIONAL TRADE BAROMETERS 


REGION 

Change from— 

June June May 

1946 1945 194060 
United States 253 2 4 

1. New England 199.1 +14 I 

2. New York City 240.2 +418 1 

3. Albany, Utica, Syracuse 236.4 +28 6 

i 4. Buffalo, Rochester 245.6 +20 6 
5. Northern New Jersey 211.9 +17 6 

6. Philadelphia 230.1 +22 8 

7. Pittsburgh 214.9 +23 9 

} 8. Cleveland 252.9 +21 8 
g. Cincinnat, Columbus 200.5 +28 10 

10. Indianapolis, Louisville. 272.4 +18 6 

11. Chicago 218.9 +17 2 

12. Detroit 244.2 +15 3 

13. Milwaukee 262.6 +19 2 

14. Minneapolis, St. Paul. . 236.5 26 3 

15. Iowa, Nebraska 6.2 22 2 

: 16. St. Louis .O 24 6 


17. Kansas Cit 

18. Maryland, Virginia 
19. North, South Carolina 
20. Atlanta, Birmingham 


PA 
Bow ms Ny 


ww hm Nw 
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21. Florida 360.9 ’ 10 
22. Memphis c 7 3 
23. New Orleans 280.3 29 ” 
24. Texas 309.4 26 5 
25. Denver snes ORAS aE 31 5 
26. Salt Lake City 271.0 20 < 
27. Portland, Seattle 288.1 1s z 
28. San Francisco 286.7. +20 8 
29. Los Angeles 292.4 2 


wit 
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The Regional Trade Barometers are seasonally 
adjusted; 1935-1939 == 100. 
Regional trade information is based upon 
opinions and comments of business men gathered 
and weighed by the local Dun & BrRapsTREET of- 
fices. Payroll and employment data are from 
Government sources. Most of the information 
summarized here represents final figures for Junc. 
Department store sales are from the Federal 
Reserve Board and are for the four weeks ended 
July 27, 1946. 
More complete barometer figures and more de- 
tailed regional information is published in Dun’s 
Stravisticar. Review. 





Hicuiurcuts or Trape Activiry 


1. New England Region 
| Barometer had one of two declines from May 


in the United States: index 21°4 under U. S. 
level. Wholesale 


volume considerably above a 
year ago. Manufacturing employment 3% under 


a year ago, but fractionally above May. July de- 


partment store sales well above a year ago. Some 
crops injured by dry weather, 


2. New York City Region 

Barometer gains over a month ago and a vear 
ago below U. S. average: index 5% under U. S. 
level. Wholesale trade well shore a year ago. 
New York City employment 6° 


under a year 
ago, payrolls up 2%; hotel 


sales 16% above a 
year ago, 15°% for the United States. July de- 


partment store sales well above a year ago. 


3. Albany, Utica. and Syracuse Region 
Baromcter increases over a year ago and a 
month ago larger than average; index up to 1% 
under U. S. level. Wholesale volume well above 
a year ago. Employment and payrolls below a 
year ago in most cities of the region. Construc- 
tion began on General Electric silicon rubber plant 





at Waterford. 


W He MIDLAND BANK LTD., ENGLAND—More than 
3,000 branches of Midiand Bank in England are 

apa YO }) 60 a equipped with Burroughs machines. The picture shows a 

typical accounting machine installation in a London branch. 


One reason why you see Burroughs machines wherever 
you go is that Burroughs has always had a reputation 
for precision-built machines unequaled in the industry. 
Today, the most modern scientific equipment is in use 
in the Burroughs chemical, physical and electronic 
laboratories; the skill, experience and much of the 
fine precision manufacturing machinery so effectively 
employed by Burroughs in producing the famous 
Norden bombsight are being utilized to keep faith 
with satisfied customers throughout the world who 
look to Burroughs for the best in business machines. 
BURROUGHS ADDING MACHINE COMPANY «+ DETROIT 32 


Burroughs 


IN MACHINES 


IN COUNSEL 
IN SERVICE 


; FIGURING, ACCOUNTING, STATISTICAL AND CASH REGISTERING MACHINES ¢ NATIONWIDE MAINTENANCE SERVICE « MACHINE SUPPLIES 
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Sammy, the stamp snitcher, : 


hates to buy, likes to borrow his stamps. “S50 gigs 
A Postage Meter is bad news for Sammy, good news for 
girls who handle office mail—and bosses who pay the 
postage bills! Because a Postage Meter does away with 
adhesive stamps... prints postage as needed, directly on the 
envelope . . . seals the flap at the same time . . . far faster 
than you can stick on stamps by hand!... Prints dated 
postmark, which helps your metered mail move 

faster in the postoffice; prints your advertisement on 

the envelope too, if you like . . . Postage always protected, 
automatically counted .. . So convenient, time saving, 
useful, even a small office can afford a Pitney-Bowes 
Postage Meter! Call the nearest Pitney-Bowes 
office, or write for an illustrated booklet. = gil e 





if nare ZB 


= prrnev-rowes Fe ostage Meter — 


PB) Prrney-Bowes, Inc., 1507 Pacific St., Stamford, Conn. 
=» Originators of Metered Mail. Largest makers of postage meters 
Offices in 59 principal cities of the United States and Canada 
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4. Buffalo and Rochester Region 
Barometer gain over June 1945 below U. S. 
average; index up to 3% under U.S. Wholesale 
volume well above June 1945. Buffalo employ- 
ment and payrolls considerably below June 1945. 

Department store sales well above July 1945. 


5. Northern New Jersey Region 
Barometer gain over a year ago well below 
U. S: average; index up to 16% below U. S. 
level. Wholesale volume well above a year ago. 
Newark area employment gained by about 8,000 
workers in the month. Heavy rains damaged 
truck crops. 


6. Philadelphia Region 
Barometer increase over May well above U. S. 
average; index 9% under U. S. level. Wholesale 
volume well above a year ago in most cities. Fac- 
tory employment and payrolls considerably under 
a year ago; up slightly from May. 


7. Pittsburgh Region 
Barometer increase over a year ago and a month 
ago above U. S. average. Wholesale trade up 
well over a year ago. Employment and payrolls 
below a year ago in most cities. Pittsburgh steel 
production at 98°% of capacity in July. 


8. Cleveland Region 
Barometer rose sharply over May; index about 
even with U. S. Wholesale volume well above a 
year ago. Cleveland employment slightly above 


May. Akron rubber industry employment sta- 
bilized. Department store sales well above July 
1945. 


9. Cincinnati and Columbus Region 

Barometer gain over May highest in the U. S., 
index jumped to 5°% above U. S. level. Whole- 
sale trade considerably above a year ago. Indus- 
trial employment above a year ago and May. 
July department store sales well above a year ago. 


10. Indianapolis and Louisville Region 

Barometer gain over May well above average; 
index 8% over U. S. level. Wholesale trade well 
above a year ago. Indiana business index down 
6°% from May; June farm prices at record high, 
up 5 points from May. 


11. Chicago Region 
Barometer gains over June 1945 and May be- 
low U. S. average. Wholesale trade generally 
above June 1945. Chicago employment and pay- 
rolls higher than in May. July department store 
sales considerably above a year ago. 


12. Detroit Region 
Barometer gains over a year ago and May be- 
low U. S. average. Wholesale volume consider- 
ably above a year ago. Michigan manufacturing 
employment and payrolls below a year ago and 
May. Detroit factory employment at new high 
on July 15. 


13. Milwaukee Region 
Barometer increases over last month and a year 
ago well below U. S. average. Wholesale volume 
considerably above a year ago. Milwaukee cele- 
brating tooth anniversary of its founding in July. 


14, Minneapolis and St. Paul Region 

Barometer gain over June 1945 well above 
average; index 7% below U. S. level. Wholesale 
volume nominally above a year ago. Farm prices 
well above June 1945 and May 1946. Montana 
sugar beet crop expectations excellent. 


15. Iowa and Nebraska Region 
Barometer gain over May under average for the 
U. S.; index 7% under U. S. level. Wholesale 
trade well above a year ago. Iowa farm prices on 
July 15 were 54 points above a year ago, 45 points 
higher than on June 15. 


16. St. Louis Region 
Barometer gains over June 1945 and May 1946 
above U. S. average. Wholesale trade in St. Louis 
30% above June 1945. Manufacturing employ- 
ment even with May. Winter wheat prospects 
improved as harvest closed. 








the Uhde World as gow VWharkejo 


As the world has grown smaller, in a figurative 
sense, the horizons of American business have 
expanded—the “Made in U.S.A.” label is on the 
machines and materials which will rehabilitate 
the world. 

In this global business activity, the Chase 
National Bank offers banking service of equiva- 
lent scope. A vast network of correspondent 
banks has been built up over the long period of 
years during which the Chase Foreign Depart- 
ment has served American business abroad. 

Through these financial institutions and its 


own overseas branches, the Chase can help you 
create new and expand existing relationships in 
any part of the world. 

Further, the Chase Foreign Department can 
supply up-to-date information on foreign trade 
regulations—and when your transactions have 
been completed, it can collect the proceeds and 
deliver them to you promptly. 

Why not investigate the ways in which the 
Chase Foreign Department can serve you? There 
is no obligation entailed in a conference with 
our Officers. 


You are invited to send for our Folder *‘Import and Exchange Regulations of the principal countries of the World.” 


THE CHASE NATIONAL BANK 


OF THE CITY OF NEW YORK 


HEAD OFFICE: Pine Street corner of Nassau 
Member Federal Deposit Insurance Corporation 
LONDON—6 Lombard Street « 51 Berkeley Square ¢ Bush House, Aldwych 


Havana 6 San Juan e Panama e Colon e Cristobal e« Balboa 


e Offices of Representatives: Mexico City e Cairo *« Bombay 


THE CHASE BANK: Paris « Shanghai * HongKong « Tientsin 
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17. Kansas City Region 


aa ca Me Ps 
Barometer advancement over a year ago below 
U. S. average, gain over May double U. S$. Whole- 
te sale trade well above a year ago. Kansas City 


received record cattle runs due to plentiful rain- 


* fall in pasture lands. 
a 18. Maryland and Virginia Region 
Barometer gain over a year ago smallest in the 


U. S.: increase over May slight. Wholesale trade 
nominally above a year ago. Richmond cigarette 
production 6° under a year ago. July depart- 
ment store sales well above a vear ago. 


19. North and South Carolina Region 

Barometer increase over May slightly under 
U. S. average; index 12% above U. S. level. 
Wholesale trade a little above a year ago. Many 
cotton mills operating at full capacity. Condh- 
tion of cotton crop fair to good. 


20. Atlanta and Birmingham Region 

Barometer had excellent gain over May; index 
rose to 34°% above U. S. level. Wholesale trade 
considerably above a year ago. Substantial labor 
surplus in Birmingham reduced with the end of 
the coal strike. 


21. Florida Region 
Barometer increase over May second highest of 
the 29 regions; index jumped to 42°% above U. S. 
level. Wholesale volume considerably above a 
vear ago. Seasonal lavoffs increased labor surplus. 
Citrus groves in good condition. 


22. Memphis Region 
Barometer increase over May under average for 
U. S.: index 19% above U. S. level. Wholesale 
volume nominally above a year ago. Arkansas 
employment and payrolls a little above May. Con- 
dition and progress of cotton good. 


23. New Orleans Region 
Barometer increases over a month ago and a 
vear ago well above U. S. average. Wholesale 
volume well above a year ago. New Orleans em- 
. . . nt x , : : ployment rose slightly in the month. Outlook 

In thousands of offices SoundScriber electronic dictating equipment is for maturing rice crop favorable. 

doing a big job of saving over 48,000 hours of dictating and transcribing 

time every day. SoundScriber can save you time and money too! 





24. Texas Region 
e@eeand here’s how Barometer advancements over June 1945 and 
May 1946 above U. S. average. Wholesale vol- 
ume considerably above a year ago in most cities. 
Wheat harvest 10°4, above that for 1945. Record 
rice crop yield anticipated. 


ot With SoundScriber you can dictate anywhere, any time — days, 
nights, holidays — without having a secretary standing by. 


*3 Your voice is recorded crystal clear. This SoundScriber clarity, 


plus the modern instantaneous foot controls, enables your, secretary to 25. Denver Region 


Barometer gain over a year ago the highest in 


turn out more work more easily. These savings in time alone pay for a ; cade Of nhc Ol tek lel 
SoundScriber installation in a short while. the U. S.; index 3°% under U. S. level. Whole- 
sale trade considerably above a year ago. Sizable 


labor surplus persisted in most areas. Wheat yield 


6 lhe sensational SoundScriber Soft Speaker leaves your secretary 
a little under 1945. 


free—no earphones, no headband or hearing tubes. 
4) SoundScriber records one voice — or several —on a_wafer-thin 26. Salt Lake City Region 

plastic dise which costs only a few pennies, handles and files like a letter. Barometer increase over June 1945 under U. S. 
Because the disc is light and unbreakable, you can mail it for regular letter average; index up to 7% above U. S. level. 
postage. It can be played back on any other SoundScriber, anywhere. ibatorile rule: enennenthy Seem Seer aa 


° c . # oe eget : . : ry, F ,0t: > 
Routine reports and confidential matters need never be transcribed. Sugar beet crop largest in history. Idaho potatoes 
generally in good condition. 


THOUSANDS IN USE —- THOUSANDS OF USES 27. Portland and Seattle Region 





Tens of thousands of SoundScribers _ to see how light it is, how easy it handles Barometer gain over a year ago one of the 
are in daily use all over the world, sav- and files. Learn for yourself the many smallest in the U. S., fell from May’s level. 
ing time and money. Let us send you ways you can put this miracle disc to Wholesale trade considerably above a year ago. 
an actual SoundScriber disc to examine, | work for you. Mail coupon now. Lumber and plywood production curtailed by log 
AS shortage. Employment about even with May. 
e 
-..and here is your request for action . 
i ii es cans fom Toes gee ease ass pases ns Soe a Peg as 28. San Francisco Region 


Barometer gain over May excellent; index 


First in Disc Dictation First Electronic Dictating System 
THE asinine jumped to 13% above U. S. level. Wholesale 
“SER Ma ps , Dept. D-9, volume well above a year ago. San Francisco 
ew Haven 4, Connecticut area employment and payrolls up fractionally 








. Trade Mark from May. Plum, apricot, peach crops excellent. 
Pell me more about the thousands of hours saved daily with SoundScriber. 
I’m interested in knowing all the facts. 29. Los Angeles Region 
NAME___ , | Barometer gains over a year ago and a month 
= : SUEEEEEEEEEIENEEEEEEEEEEEEEEEEEeeeeD ago well above average. Wholesale trade a little 
COMPANY__ above a year ago. Los Angeles area employment 
= seo. and payrolls slightly above May. Arizona farm 
ADDRESS 2 Sent a |; Se! prices 11 points above May. 
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SELECTIVE * SWIFT * DEPENDABLE 


Write for details of 
reporting in your field 


AEARING: HOUSE; ING, 
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PUBLISHERS — TOPICAL LAW ceeenee” 


New YORK 1 CHICAGO 1 WASHINGTON 4 
EmPiIRE STATE BLDG. 214 N. MICHIGAN Ave. MUNSEY BLDG. 
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Ir YOU NEED MORE CASH 
than you can get from present 
sources, send for a copy of “‘A Beiter 
Way to Finance Your Business.” 
Learn how little money costs, how 
much more you can get and how 
long you can use it under our 
Commercial Financing Plan. 


Manufacturers and wholesalers 
have used our plan to a total of more 
than One Billion Dollars in the past 
five years ... because they found it 
more liberal, more flexible, more 
conducive to progress and profit. 


Our new book gives you the com- 
plete story. You'll find dollars and 
cents comparisons of the low cost 
of money under our Commercial 


COMMERCIAL FINANCING DIVISIONS: 





Financing Plan vs. Time Loans... 
with case histories of the growth and 
profits which customers have real- 
ized through our plan. You'll find 
that our plan involves no inter- 
ference with your management... 
and frees you from worries about 
renewals, calls and periodic clean- 
ups of your loans. 


Send today for a copy of “A 
Better Way To Finance Your Busi- 
ness’, . . and see why the number 
of new users of our plan thus far in 
1946 is more than double the num- 
ber for the like period of 1945. No 
cost. No obligation. Write the near- 
est Commercial Credit office listed 
below and ask for booklet “C.” 


Baltimore; New York, Chicago, Los Angeles, San Francisco, Portland, Ore. 





FINANCING OFFICES IN PRINCIPAL CITIES OF THE UNITED STATES AND CANADA 
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TOP OF 1,000-TON BLAST FURNACE, CLEVELAND—-CUSHING PHOTOGRAPH 


BLAST 
FURNACE 


When the dike is tapped and broken 
There bubbles a golden flume 


With an agony of atoms 


Visible in the spume 


And a night-flowering tulip 


Has a five minute bloom. 


The alchemist half-naked 
Sees the iron turn to gold, 
With fiery salamanders 


Writhing in the mold 


If molten iron hisses 


It sings when it is cold. 


Bright swords and shadow sabres 
Clash soundless in the arc 
Where sweating torsos glisten 


In the sputter ‘and the spark 


Till adamantine iron 


Surrenders to the dark 


A. M. SuLtivan 





Budget control of stock prevents over-supplies that eat into profits 


—Kardex visualizes ‘“Fact-Power” for on-time executive action. 








Safe-Cabinets furnish certified fire protection, assuring availability 


of proof-of-loss records needed in collecting insurance claims. 








Prevent Stock from Stealing Profits 
...With full use of 








@ In 1946, the positive control of ma- 
terials stands out as one of the most 
serious responsibilities of management. 
Whether the control involves raw ma- 
terials, processed or purchased parts, 
finished goods, tools or maintenance 
supplies, it is necessary to zlluminate 
current facts so that required action will 
be prompt and positive. 
This is the function of Remington 
Rand ‘‘Fact-Power” in stock control. 
“*Fact-Power” simplifies executive con- 
trol by group classification, by branches 
and offices since it veszbly relates the cur- 
rent rate of turnover pit one values 
to those budgeted and authorized. At the 
item-by-item operating level, it visually 
analyzes all conditions to make actzon 
practically automatic when needed. 
*Fact-Power” can help you reduce 
budgets, lower purchasing and other 
costs, and maintain stock in the most 
profitable relation to production fore- 
casts or sales volume. 
“Management Controller #708” is a new 
study of modern stock control methods, 
available on special loan. Ask our near- 
est Branch Office for it, or write to us. 


SYSTEMS DIVISION 
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Newest form of stock control ‘Fact-Power” at the operating level. The Remington 
Rand Graph-A-Matic Computing Chart automatically converts numeric balances into 
action. Prevention of overstocks and understocks is positive with this system.. 


nglon Rand 


COPYRIGHT 1946, REMINGTON RAND INC. 
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315 Fourth Avenue 
New York 10, N. Y. 











It took two wars 
to move him over 





Thirty years ago business firms 
regarded the auditor as a liability. 
He was strictly overhead... never 
considered as an important profit 


creating business factor. 


Bur two wars and many vast 


changes in the country’s economy 


revolutionized the philosophy of 


business operation...gave status to 


the internal auditor now a positive 
asset to progressive management. 
Today the internal auditor. . .vital 
liaison between policy and practice 

. checks each of the complexly 


interlocked phases of the business 





‘BALANCE © SHEET 


THE McBEE COMPANY 


SOLE MANUFACTURERS OF KEYSORT 
295 Madison Avenue, New York 17, N.Y... Offices in principal cities 













LIABILITIES 
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operation. He sees to it that policies 


passed in the directors’ meetings 
are carried out in the factory and 
the offices. He finds out whether the 
paper-plausibility of projected plans 
is confirmed by actual operating 
conditions. A profitable man to have 


on the management’s payroll...the 


internal auditor serves best when he 

has ready access to an abundance 
of fresh reliable facts. 

McBee is not an auditing firm 

. but with products and methods 

evolved in 40 years of experience, 

aids the internal auditor by making 


necessary facts available faster. 
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CITY PLANNING 


(Continued from page 16) 

been completed. Comprehensive stud- 
ies have been made of the entire city. 
Building and zoning ordinances have 
been revised to promote civic balance 
and protect civic beauty. New and 
comprehensive subdivision regulations 
have been devised. Some construction 
has been completed such as laying of 
pipe in various locations for storm 
drains and sewers, and the levelling and 
seeding of two baseball diamonds 
tlie recreation field. Specifications have 
been prepared for projects with an esti- 
mated cost of $1,750,000; grades estab- 
lished for off-street parking, new streets, 
and an underpass in connection with 
the redevelopment of the business dis- 
trict. 

Due partly to physical layout and 
partly to the haphazard development 
of commercial and civic facilities, the 
business district is not equipped to pro- 
vide adequate shopping facilities. Street 
parking is inadequate and obstructive 
and there is littlke modern off-street 
A vicious circle has set in, 
As residents 


parking. 
as IN many communities. 
cannot shop conveniently in Rye they 
go out of town. This reduces the vol- 
ume of Rye merchants and discourages 
them from keeping adequate and varied 
stocks, with the consequence that the 
people who do shop locally often fail 
to find what they want. 

The business district redevelopment 
program is designed to bring a smooth 
flow of motor trafic in and out of the 
shopping center with the least ob- 
struction and delav to drivers and pe- 
destrians, to provide adequate and 
convenient off-street parking, and to 
enhance the general appearance of the 
shops. The costs will be spread over a 
flexible period of years. 

While provision for parking is the 
initial step in the business development. 
the tight housing situation will impede 
the full realization of this project for 
some time to come. Scattered parking 
facilities behind stores and other busi- 
ness structures will provide space for 
182 cars, but the complete program will 
entail removal of numerous homes lo- 
cated in the business district. 

Areas behind the majority of the 
shops eventually will be cleared so as 


to provide a total of 575 off-street park- 


ing units, reached directly from the 
traffic loop. 
be by rear entrances. or by covered 


Access to the stores will 


arcades to the mall at convenient points, 
Ample space will be provided for auto, 
bus, and truck driveways in the park- 
ing areas. The parking courts are not 
planned as wide areas of asphalt. A 
number of islands will be utilized for 
grass and trees to enhance the appear- 
ance of the parking sites. 

It is planned to handle traffic im- 
provement in two stages. The first will 
be a loop around the central portion of 
the business district which will free 
three blocks from all traffic; the second 
stage will entirely dispose of through 
traffic in the business area. In the first 
stage a traffic circle will be created south 
of the railroad station and wide use 
made of existing streets in diverting 
trafic from the business area. It will 
be necessary merely to realign one street 
and extend it westward, removing one 
building and modifying corners of two 
others. The roadway in the shopping 
district will be turned into a grass- 
covered mall intersected with frequent 
crosswalks for pedestrians. 

To lend beauty and uniformity to the 
present irregular store fronts a city-con- 
structed system of wooden arcades will 
be built over the sidewalks, with mod- 
ern lighting and attractive store signs. 
Extending the full width of the existing 
sidewalks and built to a height con- 
venient to the average store front in the 
district, these arcades will protect and 
conceal all overhead wires. 

As the arcades will stand out more 





“Maybe its a Treasury agent.” 











Banking Cooperation 
in Foreign Trade 


With the clearing of normal commercial channels for foreign 


trade, many companies experienced in this field are actively pre- 
paring to regain and expand business abroad, and organizations 
not heretofore engaged in export and import trade are giving 
increased attention to its possibilities for profitable operation. 


Problems created as the aftermath of war in connection with 
financing and other factors bearing on international trade empha- 


size the importance of a bank’s service to its customers. 


This Bank, through its Foreign Department, has financed a 
substantial part of American foreign trade over a long period of 
years. The experience gained and the relationships and facilities 
established form a basis for broad service that may be of special 
value to your organization. 


We invite discussion with our officers as to how we may serve 
you in handling transactions and specific problems. 


Guaranty Trust Company 
of New York 


Capital Funds, $317,000,000 


140 Broadway 
New York 15 


Fifth Ave. at 44th St. Madison Ave. at 60th St. 


New York 18 New York 21 
40 Rockefeller Plaza 
New York 20 
LONDON PARIS BRUSSELS 


Member Federal Deposit Insurance Corporation 
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Could this risk — | 
wipe out your profits 7 


CHECK YOUR RECEIVABLES... 
THEN SEND FOR THIS BOOK ON 


“CREDIT LOSS CONTROL" 


A large percentage of your working capital is represented by 
your accounts receivable. Look at your statement. Then think what 
could happen .. . if business failures and credit losses shot up again as 
they did after World War I. In that period of readjustment, current 
liabilities of failures shot up to 553% of the 1919 total in just two years. 
Will that happen again? No one knows. But sound’ business 
judgment will tell you that your receivables are important assets at all 
times . . . subject to risk at all times . . . should be protected at all 
times. That is why manufacturers and wholesalers in over 150 lines of 
business carry American Credit Insurance . . . which GUARANTEES 
PAYMENT of your accounts receivable for goods shipped . . . pays you 
when your customers can’t. 

‘““Credit Loss Control’’...a timely book for executives . .. may 
mean the difference between profit and loss for your business . . . in the 
months and years of uncertainty and change that lie ahead. For a free 
copy, address American Credit Indemnity Company of New York, 


Dept. 50, Baltimore 2, Maryland. 2 FYE 


American 
Credit Insuranee 


pays you when 


f 53" Your. 
AMERICAN 
CREDIT INDEMNITY 


COMPANY 


of New YORK 
e = 2 
Se 


your customers can‘t 
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prominently than the background they 
will subordinate the uneven appearance 
of the store fronts. Cooperation is ex- 
pected from shop owners in bringing 
their properties into harmony by ap- 
propriate painting, by alterations to 
store fronts under the arcades, and by 
modernizing interiors. The arcades 
will furnish protection from inclement 
weather and, with shade trees in the 
grassed-over areas, offer relief from the 
sun. 

Rye’s certain growth will require 
further development and expansion of 
the business district and will entail 
provisions for taking care of increased 
trafhc and parking needs. The second 
stage of improvement of traffic circula- 
tion, which will handle the city’s needs 
in the next decade or so, will be an ex- 
tension of the initial traffic loop and will 
require more costly road construction 
and grading. It calls for the building 
of a second traffic circle at the other end 
of the business district, with an under- 
pass on the east side of the circle so that 
local trafhe may approach the shopping 
center without becoming entangled 
with through traffic on the Boston Post 
Road. When this enlarged loop is cre- 
ated around the business district it is 
proposed to eliminate the smaller first 
stage loop, reconverting to business 
purposes the site where the building 
was removed, and to extend the grass- 
covered mall and arcades the full length 
of the business area. 

The slight relocation of one street 
and the moving of the firehouse to a 
more advantageous location will am- 
plify parking facilities, bringing the 
number of off-street parking spaces in 
the shopping section to 755 exclusive of 
those in the station plaza. The slight 
enlargement of area and the regulation 
of parking will provide space for 215 
cars in the plaza, 50 or 60 more vehicles 
than at present. 


Recreational Needs 


The city has excellent private facili- 
ties for recreation, but due to their cost 
they do not meet the needs of many 
young people of the community. This 
factor has caused them to seek recrea- 
tion elsewheres. A special committee 
on youth services has been created to 
deal with this problem. They have 
formulated a municipal recreation pro- 
gram designed to supplement that of 


Correct TYPING TECHNIQUE increases speed..lessens fatigue! 


LONG DAY, loads of work to do? 
. stay alert and interested . 
but relax and be comfortable too. 
Don’tcrouch likeatiger and tense 
up. Sit upright, bend forward a 
little from the hips. Feet must be 
firm too, not crossed or wrapped 

around a chair. 


. pound the keys... 


PLACE YOUR HANDS in res¢ position, 
forearms parallel with the key- 
board (about 30° angle). Don’t 
just curve 
your fingers and usea “fingering” 
motion. Put rhythm into your 
strokes. Don’t arch your wrists 
. relax them. 


TRIPLE-POSED DRAWINGS show how 
back, neck and eye strain result 
from bad posture. Good typing 
technique means less fatigue, 
fewer errors, increased speed. 
With good typing technique and 
the right machine typing can be 
so much easier. 


Ss ie the easiest operating machine our 

girls have ever used,”’ says an execu- 
tive of a large insurance firm. “Over 
the years, you can’t beat a Smith-Corona 


for dependability and low upkeep 


the Smith-Corona shows up best. These 
fine machines have an enviable record 
for all ‘round typewriter performance. 
We can only say to you... match a 


Smith-Corona, fairly and squarely, 





NO STRAIN HERE. She’s efficient and 
happy. She knows her technique 
and she has a Smith-Corona, en- 
gineered for her comfort. Key- 
board action is sensitive toa light 
touch. And note below—the 


Smith-Corona features that make 
typing easier. 













cost,’” writes the purchasing agent for against all other makes and decide your 


a large eastern manufacturer. next typewriter purchase on the results. 


Industry is the proving ground for 
all typewriters and it’s in industry that 
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Single ‘Ping in 

m. Stone ets Stop formas, easy. 
dais or all 5, ~ Cleared ;,¢9!- 
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Youll find it easter with a Smith _ Corona 


LC SMITH & CORONA TYPEWRITERS INC SYRACUSE 1 N Y 
...makers also of Smith-Corona Portable Typewriters 
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With the new 
Bradley DUO-WASHFOUNTAIN 


Once again the magic of modern 


skill and engineering has succeeded 
in molding maximum utility with 
attractive design. For the Bradley 
DUO-Washfountain combines 
modern streamlined appearance 


with unusual utility value. 


Installation of DUO-Washfoun- 
tains is economical because one 
DUO takes the place of two “single- 
person”’ wash basins, with one 


Bradley sprayhead replacing four 


faucets. 
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DUO-Washfountains 
available in stainless 
steel or glistening 
white enameled iron 
with roll rim or apron 
bowl. 


In addition, the DUO easily- 
cleaned sprayhead, self-flushing 
bowl and automatic foot-control 
reduce maintenance and afford 





maximum sanitation. Hands touch 
nothing but clean running water. 
Ideal for smaller washrooms used 
by engineering, drafting depart- 
ments, office and supervisory per- 
sonnel. Bradleys are nationally dis- 
tributed through plumbing jobbers. 


BRADLEY 
W ASHFOUNTAIN CO. ee 


2352 W. Michigan St. 
Milwaukee 1, Wisconsin 





For further interesting #x “ 
details write New 
Bulletin 464- 


BRADIEFV » 
Lito (wah fiunvains 





the churches, the YMCA, and the Boy 
and Girl Scouts. 
A 12-acre plot acquired by the city 
will be used as a community recreation 
field. The plans call for tennis courts, 
an outdoor theater, an archery range, 
a family picnic ground, and a multiple 
use hard-surfaced area which can be 
used for ice-skating in Winter and in 
other seasons for volleyball, basketball, 
roller-skating, dancing, badminton, 
paddle tennis, and shuffleboard. A field 
house is planned for a later date, to be 
equipped with showers, lockers, toilet 
facilities, and a large social room with 
a fireplace and a snack bar. Other rec- 
reational activities under study include 
public boating and bathing facilities. 


Zoning Laws Rewritten 


The zoning ordinances have been 
rewritten to protect the residential char- 
acter of Rye and its physical attractive- 
ness. Major changes are fourfold. The 
area zoned for business was compressed 
about one-third to concentrate it inso- 
far as is possible in a unified shopping 
district. The area zoned for industry 
was reduced and that zoned for apart- 
ments was decreased and relocated so 
as to fit it more suitably into a planned 
scheme of community development. 
Increased was the area zoned for third- 
of-an-acre development in new sub- 
divisions. 

Rye has a section of poorly con- 
structed, crowded, Summer-type bunga- 
lows, duplicates of which are discour- 
aged under the new zoning laws to 
prevent Rye from becoming a “cheap” 
resort. To eliminate Summer bunga- 
low construction, the zoning laws re- 
quire a minimum floor space of 1,000 
square feet or the equivalent of that 
provided by a two-story house, 20 by 
25 feet. 

Three proposed street extensions and 
sixteen other public works projects are 
embodied in the Rye plan. Projects 
which will claim early attention are 
sewers, storm drainage, paving, and 
other street improvements in three dif- 
ferent sections of the community. 

Neglected and underdeveloped, Rye 
POssesses an asset of natural beauty in 
Blind Brook. Creation of an informally 
landscaped trailway, four or five feet in 
width and furnished with benches, has 
been selected for early attention. 

The Board of Education and the 
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The planning of a 
smart and func- 
tional office calls 
for a specialist 


FLINT & HORNER 


66 West 47th Street, N. Y.C. 
\ Save Fingels 
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New Businesses to Call On | 


Your salesman can make effective 
use of his selling time by carrying 
the pocket-sized State editions of 
the Dun & Bradstreet Reference 
Book published in July and Jan- 
uary. 

The tempo of American business 
has quickened—278,325 names 
added for the first six months of 
1946—a new business for every 
business block. 

You can obtain a list of State 
Pocket Editions from the nearest 
office of 


| DUN & BRADSTREET, Inc. 











BRIGHTEN YOUR LINE AND Boost Your SALEs 
With the above items: 


(Retail . . . from2to29c . . ) 


Tec applaud the prize sales keep you fully, steadily supplied. Each 


performance of these quality Globe of our plants is centrally located for 
Crayon Products. You'll be pleased your convenient, efficient and econom- 
to use our production facilities which ical service. 


Available in bulk for your own repackaging. 


Send us your specifications. 


GLOBE CRAYON CO., INC. 


GENERAL OFFICE Gli PLANTS— BROOKLYN, N. Y. 


&, and 


WOOLWORTH BUILDING =f G, 
ty aa BARBERTON, OHIO 





NEW YORK 7, N.Y. N 
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(Business founder portraits outside of their historical and educational values add prestige and denote stability.) 


| BUSINESS FOUNDER 


| | Pat . ST) 
| Y lad Goaded 


Also portraits of past and living presidents, etc., 
painted in oil on canvas from: photographs, snap- 
shots, tintypes; from any kind of picture including 
from faded or damaged pictures. ... Living subject 
portraits are finished from life. ... As-a portrait 
painted from a photograph is always a very contro- 
versial subject and, also most often, specific indi- 
viduals have to be pleased with the portrait, we paint 
all portraits: 1. Subject to approval (we first show 
just the basic sketch in oil colors). 2. Subject to un- 
conditional satisfaction (when we show the finished por- 
trait complete with hand carved frame). 3. Finally— 
subject to acceptance, or no charge and no obligation. 





For full details mail (registered) photograph or pic- 
ture, mention on your business letterhead please, 
whether the portrait is intended for place of business 
or home and whether the subject is still living. (While 
in our possession your photograph is kept in a fire 
proof vault.) Or request references from museums, 
universities, colleges and business firms. 


C. FRITS BORLZES 
BOX 13, NEW YORK I, N. Y. 
(Fornerly Bloomfield, N. J.) 
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LET US SHOW YOU WHY-NO OBLIGATION OF COURSE. 
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Planning Commission have cooperated 
in a study looking to the future needs 
and program of the public schools. Un- 
cer the direction of Professor Samuel 
Brownell, Yale University School of 
Education, the Board of Education, 
Superintendent of Schools, and faculty 
committees have cooperated in a study 
concerned with: the community setting 
of Rye schools; the educational program 
of the schools; the facilities needed in 
management, organization, personnel, 
and physical plant; and the financing 
of such a program. 

Gradual fulfillment of the municipal 
improvement program will enhance 
Rye’s many advantages, making the 
city a more attractive and wholesome 
place in which to live and a more con- 
venient place in which to shop. It 
shows, too, what can be done when 
business men cooperate through long 
hours of hard work in development of 
the communities in which they live. 


THE BAROMETERS 


| The Dun’s Review Regional 
| Trade Barometers, including 
back figures by months from Jan- 

uary 1939; by years from 1935, 

adjusted for seasonal variation 
| and unadjusted, together with 
| additional material, are available 
| in pamphlet form. 
| Other helpful information has 
| also been reprinted for those who 
| are interested in regional varia- 
| tions in trade volume. They are 
entitled, “A Guide to Post-War 
Development; How Regional 
Barometers Help”; “Regional 
Barometers Revised and Simpli- 
| fied”; “How to Use Regional 
Trade Barometers.” Two geo- 
graphical lists (duplicated) are 
available. One defines each re- 
gion by counties. The other 
shows the regional location for 
all cities of 25,000 or more popu- 
lation. 

The barometers, appearing in 
Dun’s Review since 1936 (see 
page 26), measure consumers’ 
purchases of commodites for 29 
regions in the U. S. and for the 
country. They help sales execu- 
tives to analyze sales, adjust quo- 
tas, and to check sales volume 
with total consumer expendi- 
| tures. 














Is Your Retirement Plan Up-to-Date? 


Write for New Booklet Analyzing 8 Major Provisions of 188 Recent Plans 





QUAL in importance to establishing the 
best retirement plan for your business 


is keeping that plan up-to-date. 


In a booklet just published—188 Retirement 


Plans— Bankers Trust Company’s 
Pension Division analyzes retirement 
plans now in successful operation in 
a variety of industries. 

These case analyses contain, in 
comparative form, specific informa- 
tion of value to every employer con- 
sidering a new retirement plan, or a 


change ina plan already in operation. 


BANKERS 








The booklet is a continuation of our 1945 study 


of 106 retirement plans. It shows when each 


plan was made effective, the number of em- 


ployees covered, conditions of eligibility, the ex- 





1838 


RETIREMENT 


PLANS 










tent to which employees contribute, 
retirement age, method of funding, 
amount of retirement benefit, and 
other significant provisions. 

You are cordially invited to write 
for a copy of 188 Retirement Plans 
. . . The diversified experience of 
our Pension Division is at your 
disposal. Your inquiry is invited. 


TRUST COMPANY 


NEW 





YORK 


Member Federal Deposit Insurance Corporation 
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Your inventory—no 
matter what it con- 
sists of—is a source 
of valuable credit. 
Like cash, it should be kept 
in constant use. 

Let Douglas-Guardian 
explain how to borrow on 


inventory, without moving 


it off your premises. Loans 





of $10,000 to $10,000,000 


can be arranged with banks 


or other lending agencies. 


The amount you borrow is 


limited only by value of 


your merchandise. Send for 





our booklet giving 


complete facts. 





r--- 
! 


DOUGLAS-GUARDIAN 
WAREHOUSE CORPORATION 











50 Broad Street 
\ New York, N.Y. 1 
I'm interested in a bank loan . 
\ on inventory. Please send me a | 
| copy of PROFITS ON YOUR ' 
| P ISES. 
Name. } | 
1 Address H 
J DR 9-46 | 
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RENEGOTIATION | 


(Continued from page 12) 


recapture in renegouation unless he has 


not been treated as fairly as his com- | 


petitors. Any contractor who is the 
victim of discrimination has not been 
properly renegotiated and has the right, 


nay, the duty of appealing to higher | 


aithority including the courts. 
Frequently in renegotiation proceed- 
ings a statement is made that a given 
industry is being allowed a given com- 
parison of profit on adjusted renego- 
tiable sales. Observation does indicate 
that some industries seem to be allowed 
8 per cent, others 10 per cent, others 12 


| per cent, and so on. 


While this procedure is rarely con- 
ceded in official channels, coincidence 
of rates in given industries is frequently 
so definite that it must be concluded 
that a given margin of profit on sales 
is taken as a standard by renegotiation 
ofhcials in a given industry. 

Colonel Hirsch has said, “From the 
outset, it has been the policy in renego- 
tiation to apply the act to war contrac- 
tors without the slightest attempt to 
regard any segment of industry, large 
or small, more favorably than any other 
segment of industry. The objective 
and, I am convinced, the accomplish- 
ment has been to remove excessive 
profits equitably and fairly, and with 
differentiations based solely on conclu- 
sions drawn from consideration of the 
pertinent factors under the statute.” 

Unless the application of variable fac- 
tors justifies variations from normal 
standards, it follows that all industries 
and all contractors are entitled to the 
same relative margins or profit. 

Let us now consider what these vari- 
able factors may be. 


Under the current renegotiation act, | 


the contractor is entitled to a statement 
of the factors with reference to which 
a renegotiation determination is made. 
Upon receipt of such a statement, the 
first act of the contractor or its counsel 
should be to determine whether fair and 
detailed consideration has been given 
to the variable factors. These have been 
listed by the War Contracts Price Ad- 


| justment Board as follows: 


1. Relation of wartime profits to base 
period earnings. 


2. Risks of the contractor, particular- | 
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MICROFILM 


has an important place in the operation of 
your business. 


Use it to: 
* Conserve storage space (up to 98%) 
* Protect your records 
* Provide an additional copy on paper 
or film. 
Available Now: 
Equipment 
Service 
Write for catalog and information on the 
advantages Microfilm offers. 








GRAPHIC MICROFILM CORPORATION 
112 Liberty St. New York 6, N. Y. 














LIGHTMORE 


the modern fluorescent 





ENGINEERED LIGHTING 
for BETTER PRODUCTION 


For the factory, shop or any place 
where abundant light is needed, 
LIGHTMORE offers a complete 
line of industrial fluorescents. 
These fixtures are designed to 
Wipe out all harsh shadows, elimi- 
nate eye strain and provide ideal 
seeing conditions for all types of 
work. As a result production is 
speeded, spoilage and rejects are 
reduced and workers are healthier 
and happier. 
Write for catalog 


LIGHTMORE APPLIANCE CORP. 


Manufacturers of 
Fluorescent Fixtures and Electrical Appliances 


738 BROADWAY, NEW YORK 3, N. Y. 














e Starting some years ago with Na- 
tional Accounting Machines in one 
of its divisions for posting customers’ 
accounts and ledgers. the Shell Oil 
Company has gradually extended their 
use through its marketing divisions. 

Nationals speed up posting oper- 
ations. Their many time-conserving 
automatic features—such as auto- 
matic tabulation and automatic clear- 
ance of balances—give them an ad- 
vantage in speed. 

Users find it so simple to train person- 
nel to operate Nationals, thanks to 
their many standard features, such as 
standard adding machine keyboard, 
standard typewriter keyboard, and 
complete visibility of postings on 
forms. 

Nationals have all-around utility. 
They can be changed from one post- 


: 


Wi 
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ing operation to another by just 
changing form bars—and this takes 
but a matter of seconds. 

As for Shell Oil, so for other manu- 
facturers and for businesses of every 
kind—National Accounting Machines 
work important savings and promote 
efficiency. 

Whether your business is large or 
small, there is a chance that National 
may be able to suggest new and 
better methods that will reduce ac- 
counting costs and increase profits. 
Your National representative will be 
glad to give you the benefit of his 
wide experience in solving business 
problems. Give him a call or write 
The National Cash Register Com- 
pany, Dayton 9, Ohio. Offices in 
principal cities. 


Making Business easier for the American Businessman. 
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Two types of National Accounting Machines used 


by the Shell Oil Company, Inc. 

















... INSTANTLY! 


@ No sooner does a thought flash through 
your mind thon you can put it into action 
with EXECUTONE, the electronic inter-com! 

instantly ...by the mere press of a button 
««.EXECUTONE gives you direct voice-to- 
voice contact with any member of your staff. 
Instructions may be given, questions asked, 
without anyone leaving his work. Conversa- 
tions are as clear and natural as if the people 
were in the some office. 


EXECUTONE frees your switchboard for 
important outside calls... eliminates running 


from office to office. EXECUTONE saves time 


and energy, doubles your ability to get 
things done. Mail coupon TODAY! 


FACTORY 


TEN YEARS OF 
DEPENDABLE SERVICE 


Over 100,000 uncondition- 
ally guaranteed installa- 
tions by factory trained 
specialists prove Executones 
dependability and leader- 
ship in the communication 
field. ° 

Expandable—from 2 to 100 
stations including voice- 


paging and music. 












Lrecilone 


COMMUNICATION & SOUND SYSTEMS 





Mail Coupon for Further Information 





EXECUTONE, INC. Dept. J-6 
415 Lexington Ave., New York 17, N. Y. 


1 am interested in data on EXECUTONE. 
[] Please send literature. 


(CJ Have representative call. No obligation. 


Name. 





Firm 


Address_ 


City 




















ly those incident to reasonable pricing 
policies. 

3. Reasonableness of executive com- 
pensation. 

4. Source and extent of capital and 
plant employed with particular regard 
to earnings based upon use of Govern- 
ment furnished facilities and loans. 

5. Contractor’s particular efficiency, 
skill, and complexity of operations. 

6. Economy of use of critical man- 
power and material. 

7. Turnover of capital. 

8. Turnover of inventory. 

g. Risk implicit in necessity of con- 
version of plant to wartime basis and 
reconversion to a peacetime basis. 

Of the application of these factors 
Colonel Hirsch has said: 

“Before, however, we can conclude 
whether renegotiation has applied more 
favorably to one segment of business 
than to another, there must be some 
standard of judging what constitutes 
favorable treatment and what unfavor- 
able. The relation of wartime dollar 
profits to pre-war profits may be com- 
pared, or profits as a margin on sales or 
as a return on investment or net worth 
may be suggested as the test. 

“The contractors’ risks must, in all 
events, be examined, including the risk 
incidental to reasonable pricing poli- 
cies: and consideration must be given 
to the reasonableness of executive com- 
pensation, and to the source and eX- 
tent of capital and plant employed, 
including a full regard for the profits 
realized through the use of Govern- 
ment-furnished facilities and advances. 
An important element must be the 
contractor’s efficiency, his skill, the 
complexity of his operations, and his 
economy in the use of critical man- 
power and materials. The rate at which 
he turns his capital and inventory is 
significant, and no test would be com- 
plete without consideration of the risk 
involved in converting plant and equip- 
ment to a war-production basis and the 
necessity for its reconversion to post- 
war operation.” 

It was with full understanding of the 
complexities of this problem that the 
Congress spelled out in the Renegotia- 
tion Act the factors which must be 
weighed in the determination of exces- 
sive profits. No one of the designated 


factors can be used as the sole basis for 
comparison even of two companies, 
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Duophoto reproduces exact copies of 


anything written, printed, photographed, 
rawn, etc.— in less time than it takes 
to tell about it. The entire production 


of Duophoto equipment is now available 
to industry in 8 new models. 


From Sizes 10x14” to 40x60”. 


Duophoto Corp 


30 WEST 25TH STREET, N. Y. 10 








A SALES 
TRAINING 
PLAN 


As we are emerging from a Seller’s to a 
Buyer’s Market are you planning to em- 
ploy and train more salesmen? 


If you are selling Home Appliances you 
will be interested in 
THE HOME APPLIANCE MARKET 


a booklet prepared to attract and select 
the best of salesmen for the job. 


THE SERVICE OF SELLING 
by Kenneth Lawyer, a sales training text, 


in 3 volumes, prepared for the Home 
Appliance Salesman. 


THE CONFERENCE MANUAL 


prepared for use in conjunction with these 
texts. 


° A Complete Soles Training Plon « 
Send for these books, together with an 


outline of the Conference Manual, examine 
them and convince yourself how com- 


pletely they cover the field of training 
Home Appliance Salesmen. Price but $4.00 
per set. Or, send for descriptive circular 


and outline of plan. 


THE CLEVELAND HEATER CO. 


2310 Superior Ave. Cleveland 14, Ohio 














THE PRICE OF SUCCESS 


What is it that brings one man success in life, and mediocrity or failure to his brother? 
It can’t be mental capacity. There is not the difference in our mentalities that is indicated by 


the difference in performance. 


The answer is, some men succeed because they cheerfully pay the price of success while others, 
though they claim ambition and a desire to succeed, are unwilling to pay that price. 





THE PRICE OF SUCCESS IS— 


To use al) your courage to force yourself to con- 
centrate on the problem in hand; to think of it 
deeply and constantly; to study it from all angles, 
and to plan ahead. 

To have a high and sustained determination to 
achieve what you plan to accomplish, not only 
when conditions are favorable to its accomplish- 
ment, but in spite of all adverse circumstances 
which may arise. 

To refuse to believe that there are any circum- 
stances sufficiently strong to defeat you in the 
accomplishment of your purpose. 

Hard? Of course. That’s why so many men never 


reach for success, yield instead to the siren call of 
the rut and remain on the beaten paths that are 


for beaten men. Nothing of note has ever been 


achieved without constant endeavor, some pain 
and ceaseless application of the lash of ambition. 


That’s the price of success. Every man should 


ask himself: Am J willing to endure the pain of this 
struggle for the rewards and the glory that go with 


achievement? Or shall I accept the uneasy and in- 


adequate contentment that comes with mediocrity? 


— 
> 
N 


If you are willing to pay the price of success, 
the Alexander Hamilton Institute can help you 
chart your course and supply the knowledge of 
business fundamentals that is necessary for well- 


rounded executive competence. 


Since 1909 more than 430,000 men have bene- 
fitted by the Institute’s Modern Business Course 


and Service, including many of the nation’s fore- 


most businessmen and industrialists. 


The Alexander Hamilton Institute's story issummed 
up in a 64-page booklet—“FORGING AHEAD 


IN BUSINESS.” A copy is offered, without cost, to 


anyone who is interested. Every business head and 
ambitious employee within his organization will 
want to read it. Simply send in the coupon below. 








ALEXANDER HAMILTON INSTITUTE 


Dept. 447, 71 West 23rd Street New York 10, N. Y. 
In Canada: 54 Wellington Street, West, Toronto 1, Ont. 


ALEXANDER HAMILTON INSTITUTE 
Dept. 447, 71 West 23rd Street, New York 10, N. Y. 
In Canada: 54 Wellington Street, West, Toronto 1, Ont. 


Please mail me, without cost, a copy of the 64-page book — 
“FORGING AHEAD IN BUSINESS.” 


Business Address 


Position 


Home Address 
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BUILDING A SOUND 


since to do so would necessitate an ex- | 


Your Employee s 


| act balance for each of the other factors. | WAGE STRUCTURE 

A situation such as this is unlikely to | 

SIGNATURE (i een aaa 
g If, in a specific instance, all the vari- 





: x 
able factors have been washed out, the 
contractor may then discover that tor 


J e 
hh: ¢ write for this 
him one or both of two things are true: 3 

1. That he has been renegotiated on J 2 FREE 


| the sole basis of a permissible margin 


| of profit to adjusted renegotiable sales, fF PAMPHLET! 
Se ee fees ; 7 
which is distinctly improper. Everyone interested in 
2. That the margin of profit on sales learning how to build and 
maintain an equitable wave and 
an? ; salary structure will find helpful 
discriminatory margin. | suggestions in this 30-page pam- 
phiet. It reflects” more than a 
7 quarter century of experience in 
unusual and abnorma) relation of war- } developing methods for job 


: = ? sais : \ -valuation and ay determina- 
| time profits to pre-war profits, unusual | oe Lon: She: Day 
I I tion. Write for your copy today. 
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allowed is not a fair, average, and non 


If the renegotiation report shows no 








contractor’s risks, unallowable compen- ] Address Dept. 9DR. 
sation, or any of the foregoing listed | 
variable factors; it follows that the vari- | BUSINESS RESEARCH 


CORPORATION 


Established 1920 


able factors have all been eliminated 
and that the renegotiation determina- 


tion 1s based purely on an allowable 
margin of profit on sales. This is defi- 


| nitely prohibited. Colonel Hirsch in 
| his report stated: 
79 WEST MONROE STREET 


“In view of these multiple elements 
CHICAGO 3, ILLINOIS 


ic must be recognized that the fairness 
of any renegotiation settlement cannot 
be judged solely by reference to the 
margin of profit on sales, the return on 





net worth, or any other single test. Ex- 
amination of the results in renegotiation 


ELIMINATES 
PAYROLL DISPUTES 





SPEEDS UP 


should be made with these considera- | 
PAYROLL HANDLING 


tions in mind.” 
PROVIDES ESSENTIAL If the Government report washes out | 


ECORDS REQUIRED ¢ Soe a : . 
ce = all of the variable factors aforesaid, ap- | 
7 i f Hl si ‘fed parently basing its conclusions on an 
“very payroll signed and certiher . . . . ne , ‘ 
“a _ ot ssacvicideie shan allowable margin of profit on adjusted Satistactory sales volume and meats fer 
: - : = i K your products in the highly competitive 
ployer with full protection against market ahead can be assured through 
Sie inllat modern design, exceptional perform- 
ee ance and competitive price achieved 


= = . — h h DFI PI d Products S$ ice. 
>} SEND FOR A SAMPLE TODAY alten ee 
—see how to speed up your factory 


payroll at NO EXTRA COST. 


DFI Planned Products Service 





With DFI Planned Products Service 
you turn over to us specifications for a 
new or improved product. We develop 
the product, bringing you a tested work- 
ing sample ready for production with 
complete manufacturing drawings and 
processing. 


s 
LEADING USERS INCLUDE 








This service, developed out of 12 years’ 
experience with over 300 clients, offers 
you unlimited creative services of 15 
key men, each an expert in some phase 
of research, design, engineering, pro- 
duction or merchandising. 


Johnson & Johnson @ Alcoa 
Anchor Hocking Glass Co. 
United Drug Co. @ Textiles, 
Inc. @ John Lucas Paint Co. 
; DFI capacity is adequate for the needs 
of the largest companies, yet adaptable 
| to the requirements of the smallest. 

| bas Write for complete information. 
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DESIGNERS FOR 
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“ 2915 DETROIT AVENUE + CLEVELAND 13, OHIO 
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A Mullins Manufacturing Corporation salesman a 








nd a housewife plan a new Loungstown Kitchen with miniature models. 


A Million Dollar Loau for an Idea? 


I; WAS a simple idea, but like most 
ideas it required financing. And fi- 
nancing, you will remember, was not 
easy to obtain back in 1937. However, 
the Mullins Manufacturing Corpora- 
tion was enthused about its idea and 
approached the Bank of Manhattan. 


The Mullins’ officers explained that 
their business was supplying automo- 
bile and appliance manufacturers with 
metal parts—car bodies, fenders, wash- 
ing-machine tubs—stamped out on a 
mass production basis. Now they 
wanted to expand into the consumer 
market with modernized steel kitchen 
units. They had a unique selling idea 
they thought would put their product 
across, 

Mullins would make small models of 
the proposed kitchen units. Salesmen, 
equipped with these models, would work 
with housewives in planning kitchen 
layouts which best fitted the buyer’s 
needs. The result would be a really 
“scientifically planned” kitchen. 

The Company had been unable to 
find anyone with the vision to see the 
idea’s possibilities and supply financial 


assistance until they came to the Bank 
of Manhattan. 

This Bank immediately saw the pos- 
sibilities of the plan and loaned Mul- 
lins $1,000,000 to finance it. A distribu- 
tion organization was set up, and soon 
the new product was on the market. 
Housewives liked planning their own 
streamlined kitchens and soon thou- 
sands of units were being turned out 
every day. The Company enlarged its 
plants and added to its line. It devel- 
oped other kitchen appliances. 

Along came the war, and Mullins 
started working with the Ordnance De- 
partment. Assisted by a $5.000.000 
V-Loan from the Bank. the Company 
revolutionized the making of numerous 


war parts by substituting the Mullins 
metal stamping process for other 
slower, more expensive methods. 


Today Mullins, its V-Loan liquidated. 
is making many new types of Youngs- 
town Kitchens. And it is expanding— 
aided by another loan from the Bank 
of Manhattan. Before long, Mullins will 
add other products to their merchan- 
dise line. 

The Bank of Manhattan likes ideas. 
And it encourages firms with ideas be- 
cause it knows from experience that 
ideas—properly nurtured—mean even- 
tual growth and prosperity. This Bank 
stands ready to help such firms, not 
only with money. but with equally valu- 
able business experience and counsel. 








COMPLETE 
MEMBER FEDERAL 


Bank of the 
Manhattan Company 


NEW YORK 
TRUST SERVICE 


DEPOSIT INSURANCE CORPORATION 
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ARE INTERESTED IN 


a paid advertisement. 


This is 


STANDARD BANK OF SOUTH AFRICA LTD. All Bank- 
ing Facilities throughout South, Southwest and East Africa, 
also Rhodesia. Market Researeh and Trading Contacts 
handled by Commercial Service Dept., Cape Town (B 40) 
through Bank’s New York Agency, 67 Wall Street. 
AFRICAN SHIPPING (Est. 1903) SHIPPING, CUSTOMS 
INSURANCE & FINANCE BROKERS AND DISTRIBU- 
TORS, BONDED WAREHOUSE PROPRIETORS, 
STEAMSHIP AGENTS. Cables everywhere ‘‘ Afrieship.’’ 
Cape Town (B 3046) ; Port Elizabeth (B 232) ; East London 





(B 4); Durban is 19) ; Johannesburg (B 3634) ; Lourenco 
Marques (B 711) ; ENGLAND, London House, New London 


Street, London E.C. S: 


AFRIMERIC DISTRIBUTORS PTY. LTD., 133 Longmarket St. 






Manufacturers’ Representatives. Textiles, softs, fancy goods, 
hardware. Branches throughout Union. Also Belgian Congo, 
Portuguese East Africa and Rhodesias. 

nH. .G. BENJAMIN (B 2444). Sales organization covers S. Africa. Soft- 
goods, men’s, ladies’ and boys’ underwear, textiles, haberdashery, household- 
ware, electrical appliances, hardware, builders’ materials. New York office 
“Colos” Int. Comp., 505 Fifth Ave. 


38). Branches Johannesburg, Durban, Port Elizabeth, 
Textiles every description ; leather and accessories 
roods, plastics. 
(B 1446). 


J. BOCK & SON (B 2 
Salisbury, 8S. Rhodesia. 
for shoe industry, hardware, electrical 
DENT & GOODWIN CAPE PTY. LTD. 
Shipping Agents. 

DUNAY G. F. (B 892). Manufacturers’ 
Sales organization covers Southern Africa. Engineering supplies, material 
and machinery ; all requirements for building and allied trades ; general hard- 
ware ; industrial chemicals and adhesives ; sundry supplies of motor trade and 
garage equipment; oilskins, rubber goods, plastics; ream, oil, and industrial 


separators 
INDUSTRIAL SUPPLY CO. PTY. LTD. (B 279). CHEMICALS AND IN- 


GREDIENTS for FOOD AND DRINK. 
J. W. JAGGER & CO. PTY. LTD., 54-62 St. George St. General merchandise. 
KEENE & CO. (B 2305). Also Johannesburg and Durban. MANU- 
FACTURERS’ REPRESENTATIVES. Representations particu- 
larly desired in plastics, household commodities, cotton and rayon 
textiles, toilet requisites and proprietary medicines, novelties, hard- 
ware. 

SAM NEWMAN, LTD., 30 Burg St. 
trical, and household goods. 
PENINSULA TRADING & CHEMICAL CO. PTY. LTD. (B 1826). 
sundries, hardware, plastics and general merchandise. 

L. F. RAE & SON (B 442). Foodstuffs, builders, household and 
electrical hardware, tools, plastics, chemicals. 

L. RAPHAELY & SON (B 447). Branches throughout South 
Africa. Textiles, foodstuffs and all industrial requirements. 
ROWLAND CHUTE & CO., LTD. (B 693). Plastics, chemicals, glass, crockery, 
enamel, aluminum ware. builders’ hardware, and raw materials. 
SATCO PTY. LTD., 40 Loop St. Manufacturers’ Representatives. 
throughout South Africa and Rhodesia. All types of merchandise. 
S. SLOVIN PTY. LTD. (Late Sonvil Pty. Ltd.) (B 2396). Ladies’ and men’s 
hosiery and underwear. 

WM. SPILHAUS & CO. LTD. (B 113). 

radios. and silverware. 

STUTTAFORD & CO. LTD. Department Stores Cape Town, 
Johannesburg, Durban. Buying office: Messrs. F. Lilienthal & Co., 
33-39 West 34th St., New York. 

STYLEWEAR DISTRIBUTORS PTY. LTD., 40 Loop St. Branches 
S. A., Rhodesia. Ladies’ frocks, coats, costumes, underwear, 
children’s wear, stockings, corsetry, gloves. 

TRU PRODUCTS PTY. LTD. (B 1285). South Africa, South 
West Africa, Rhodesia. High class ladies’, men’s hosiery, gloves, 
corsetry, lingerie, cosmetics, rayon, cotton piece goods, knit sports, 
infants’ wear, haberdashery. Buying office: Botzow, Inc., 82 Beaver 
St., New York. 

UNITED AGENCIES (B 1568). Desire represent manufacturers 
children’s wear, men’s, ladies’ underwear, sportswear, beachwear, 
hosiery. Branches throughout S. Africa. 


Customs Clearing and 


Representative and Distributor. 


Hardware, sanitary ware, tools, elec- 


Druggists’ 


Branches 


Machinery, household appliances, 


M. BEIT & CO. (B 2190). Associated offices in Johannesburg, Cape Town, 
Port Elizabeth and Bloemfontein. Cosmetics, fancy goods, furnishings, tex- 
tiles, hardware, leather goods, automotive spares and accessories, automotive 
equipment, and electrical fittings. 
MONTAGUE BLUNT & CO. (B 2503). 
Interior decorations, plastics, indoor transport and similar lines; 
packings, packages, etc. 

CONSOLIDATED EQUIPMENT CO. (B 1165). Equipment for light and 
heavy construction, earth moving, materials handling, road making, agricul- 
ture, mining, industrial. Building supplies. domestic equipment and appli- 
ances. Machinery. Representatives chief business centres Southern Africa. 


H.H.G. DEBRAU CO. (B 2477). Cosmetics, toilet requisites, 


Seek direct Factory Representation. 
wrappers, 


chemists’ sundries, fancy goods, proprietary medicines. 


THE UNDERMENTIONED TRADE REPRESENTATIVES AND TRADERS 
DISTRIBUTING YOUR PRODUCTS. 


To participate address Manager any R. G. Dun & Co. office in South Africa. 






IN SOUTH AFRICA 





HAROLD J. DRINN PTY. LTD. (B 560). Mechanical and electrical supplies. 
Domestic and commercial electrical appliances. Power plants, switchgear, 
electric motors, cables, conduit and accessories. 

HAVELOCK EMSLIE & CO. (B 2606). Factory representatives. Plastic 
products, hardware, kitchenware, ok ewe ware, brushware, tools, toys, sea- 
foods, breakfast cereals. Member A.M.R. 
INDEPENDENT RETAILERS’ ALLIANCE LTD. (B 321). 
breakfast foods, one household hardware. 
LAGESSE & CO. (B 2607). Importers heavy chemicals, textiles, builders’ 
hardware, floorings and ceilings exporters. Base minerals, wine and spirits. 
E. WAYNMAN McKEOWN (B 1436). Food products and general merchan- 


dise. 
SAUNDERS LTD. (B 19938 


Canned and 


PEYCKE & . Also at East London. Confec- 
tionery, food products, lampware, farm implements, bicycle accessories, house- 
hold appliances, ete. 

A. A. SAVAGE, 478 West St. Motors and 
Wiring equipment. 


Electrical domestic appliances. 


ARGOSY IMPORTS PTY. LTD. (B 2452). Manufacturers’ repre- 
sentatives for all types women’s, men’s and juvenile outerwear, uft- 
derwear and footwear, hosiery, handbags, fancy goods, novelties 
and textiles. 

ARMSTRONG LTD. (B 325). 
cialists in builders’ hardware. Sanitaryware and tools. 
ASSOCIATED PROPRIETARY AGENCIES, LTD. (B 4247). 
distributing agents for toilet preparations. 
AUTOMOBILE ELECTRIC SUPPLY LTD. (B —. 
Automobile and aircraft accessories and replacement par i 
HERBERT E. BOWEN—FRIENDLY ADVERTISING Pry, LTD. (B 3102). 
Exclusive sales South and age Africa. Advertising specialties. 
CAMPBELL & THISELTON, LTD. (B 9012)). Factory reps. of well known 
manufacturers. Fully equipped and efficient sales organization covering Union 
of So. Africa and Rhodesia. Specializing food products, spices, confectionery, 
domestic hardware and dairy machinery. Desirous contact American and Can- 
adian manufacturers who are interested in export to So. Africa. 

H. CANARD & CO. (B 8685). Also C. T. Reps. for S. A. Fancy goods, toys, 
haberdashery, toilet sundries, aD 1B glassware. ; 
C.F.S. TRADING PTY LTD. (B 5216). Glassware—domestic and 
packaging; hardware and kitchenware; packaging; essences; fancy 
goods, buttons, toys, kitchen articles, food products. 
BARRY COLNE & CO. LTD. (B 4130). Machinery and 
engineering supplies. Foundry equipment and supplies . 


Woodworking machinery and accessories. Mill supplies. 
COMMODITY AGENCIES (B 1711). Produce, industrial raw materials, 
timber. 

HUBERT DAVIES & CO. (B 1386). Throughout Union, Rhodesia. 
Mechanical, electrical, civil engineering. | 

B. P. DAVIS LTD. (B 3371). Representing Bauer & Black, Chese- 
brough Manufacturing Co., American Chicle Co., etc. Members 
Johannesburg C. of C., A.M.R.A. 

M. T. S. DESSELSS (B 7518). With full coverage throughout South Africa, 
exclusive distributors of radio, electrical appliances, kitchen utensils require 
various lines electrical appliances. REFERENCES Tung-Sol Lamp Works; 
Solar Mfg. Corp.: Ohio Carbon Co.; Republic Stamping & Enameling Co. 
Is field representative for Federal Motor Truck Co.: Continental Motors 
Corp.; Moog Industries Corp. and require automotive replacement part 
lines and workshop equipment and tools. Fair share available South African 
business promised. also a personal visit every year. 


Also at Durban, Cape Town, Bulawayo. Spe- 
Indent and 


Storage batteries, 


DOMESTIC & oo na TRADE PTY. LTD. (102 Mooi St.). Foodstuffs, 
groceries and delicac 
DOMINION AGENCIE 8 PTY. LTD. (B 4962). Tel. Add. ‘Resource’ Engi- 


neering, electrical and domestic lines. 
DRUGS & TOILETS PTY. LTD. (B 2801). Distributors of patent and pro- 
prietary medicines, druggist sundries, beauty products, all manufacturing done 
on premises. Branches at Cape Town, Durban, Port Elizabeth, East London, 
Salisbury and Bulawayo. All merchandise paid spot cash in New York. 

D. DRURY & CO. PTY. LTD. (B 3929). Machine tools, small 
tools and engineering workshops equipment generally. 

FILLERYS PTY. LTD. (B 6560). SALES AGENTS. 16 
branches covering South Africa, South West Africa, Rhodesias, 
Belgian Congo, Madagascar, French Equatorial Africa, Portuguese 
East Africa. 

FRENCH DISTRIBUTING CO. S.A. PTY. LTD. (B 6681). Gen- 
eral Sales Agents and Importers. Pharmaceuticals, industrial 


chemicals, raw materials, toilet sundries, etc. 
FURNITURE ENTERPRISES PTY. LTD., 156 Anderson St. Furnishing 
fabrics and materials. Linoleum squares and other furnishing lines. 


GERALD S. GUNDLE (B 5173). .ASSOCIATE OFFICES 
IN ALL COAST TOWNS & MAIN INLAND CENTRES 
UNION OF SOUTH AFRICA & RHODESIA. Specialist 
sales organization equipped to handle furniture, rugs, carpets, 
lino, soft furnishings, furniture novelties, general utility 
householdware : hardware and tools and all requirements for 
building and plumbing trades. Apply Barclays Bank, New 
York, concerning ability create, maintain, foster sales and 


uphold factories’ prestige. 

HARRIS & JONES PTY. LTD. (B 32973). Transvaal Agents L. C. Smith and 
pe typewriters. Interested in agencies for office machines, equipment and 
supplies. 
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S. HARTOGS PTY. LTD. (Grocery Division of Ver- 
rinder Ltd.) (B 4883). Also Cape Town, Durban, Port 
Elizabeth, East London, Bloemfontein, Kimberley, Bula- 
wayo, Salisbury and N’dola. Proprietary grocery and 
confectionery goods and domestie hardware. 

HILL & MURRAY PTY. LTD. (B 3070). Proprietary medi- 
cines, toilets and cosmetics, grocery and household requisites. 
Ethical and professional products. 

E. HOLDMANN & VIDAL (B 6111). Branches all principal 
towns in the Union and Rhodesia. Cotton piece goods and all 
other textiles, fancy goods, hardware, glassware, bazaar goods. 
HOLLYWOOD DISTRIBUTORS PTY, LTD. (B2597). Woolen, cotton 
and rayon piece goods, hosiery and underwear. 

HOLTUNG, van MAASDYK PTY. LTD. (B 6511). Shop and office 
equipment, electrical goods. Industrial department associate offices 
Cape Town and Durban. 

P. W. JENNINGS (PTY.) LTD. (B 3543). Also at 
Cape Town (B 198). Equipped to represent you 
throughout South Africa as exclusive manufacturer’s 
representative on commission basis. Ilousehold equip- 
ment novelties. Electrical appliances. Kitchen special- 
ties. Building speciaties. 

B. OWEN JONES LTD. (B 2933). Chemicals: heavy in- 
dustrial, pharmaceutical, laboratory reagents; general 
laboratory supplies; optical, scientific, control, medical and 
surgical instruments; steel works and foundry supplies. 

an) oC € 3 
KEENE & CO. (B 2883). Also Cape Town and Durban. 
MANUFACTURERS’ REPRESENTATIVES all types 
| merchandise, Will be pleased to receive inquiries from 
American and Canadian manufacturers interested in ex- 
port to South Africa and desirous Union-wide represen- 
tation. 

A. T. LAW & SON (B 5850). Hosiery, towels, ladies’ footwear, men’s 
and women's underwear, glassware and kitchenware. 

LENNON LIMITED (B 928). Wholesale manufacturing and retail 
chemists and druggists. (Est. 1850). 
and Rhodesia. 

LENSVELT & CO. PTY. LTD. (B 2651). Cape Town, 
Durban, Port Elizabeth, East London, Kimberley, 
Bloemfontein, Pretoria, Windhoek, Bulawayo and 
Salisbury. Indent, distributing agents; stockists; sales, 
marketing spe@alists proprietary, pharmaceutical, 
chemist, grocery, stationery. 

LIBERTY AGENCIES PTY. LTD. (B 6019). Also Cape Town, Dur- 
ban and Bulawayo. Manufacturers representatives and distributors 
for Southern Africa. Handling all types of fashion goods and sports- 
wear, textiles, toys, glassware, fancy goods, all general merchandise 
under specialized departments. 

A. H. MARCUSON & CO. (B 5438). Est. since 1908 as Manufacturers’ 
Representatives & Distributors. Branches throughout S. A. special- 
izing textiles, hosiery, knitwear, household linens, furnishings. 
MENTZ KENNETH R. (6889). Manufacturers representative. Cot- 
ton and rayon textiles, food products, distillers equipment, sporting 
goods, confectionery, soft furnishings, women's swim suits, industrial 
raw materials. Reference Wilson Bros., 538 So. Wells Street, Chicago. 
NEWTON’S AGENCIES PTY. LTD. (B 4616). Clothing, 
all kinds; textiles, headwear, domestic glassware, enamel- 
ware, handbags, fancy goods, cosmetics, food products, indus- 
trial chemicals, paper products. 





Branches throughout S. Africa 


H. POLLIACK & CO. LTD., INCORPORATING MACKAY 
BROS. LTD., MACKAY BROS. & McMAHON LTD. Cape 
Town, Durban, Port Elizabeth, Pretoria: musical, electrical 
goods. 

PROTEA DISTRIBUTORS PTY. LTD. (B 7793). Surgical, 
medical, hospital; pharmaceuticals, cosmetics, photographic 
supplies and equipment. 

L. RAPITAELY & SON (B 476). Textiles, foodstuffs. ete. 
RAYMONT & BROWN PTY. LTD. (B 7524). Textiles. cotton piece 
goods, woolen, rayon and silk piece goods, men's wearing apparel, yarns 
and manufacturing supplies. ; 

C. F. SHAW LTD. (B 4372). Factory reps., import, 
export agents, leading British, .American, Canadian 
manufacturers. Branches or reps. in every British or 
Freneh territory in Africa, India, Palestine, Middle East. 
SILVERS MOTOR SUPPLIES PTY. LTD. (B 5988). Automobile parts, 
accessories, garage equipment, tools and machine tools. 

SYDNEY SIPSER & CO. (B 6011). Ottawa House, Presi- 
dent St. Also Cape Town (B 2391). Cable: “Gownsipser.” 
Indent agent, distributors ladies’ frocks, coats, sports and 
underwear, showroom goods, ete. 

FRED C. SMOLLAN PTY. LTD. (B 3769). Raw materials, timber. 
building materials, hardware, window glass, upper leathers, upholstery 
leathers, chocolates, canned fish and food products. 
SOUTH AFRICAN DRUGGISTS LTD. (B 5933). 
sale chemists, manufacturing druggists, opticians, photo- 
graphic dealers; fine, industrial, pharmaceutical chemicals. 
L. SUZMAN LTD. (B 2188). Cigars, cigarettes, tobae- 
cos, pipes, ete. SUBSIDIARY COMPANIES Confee- 
tionery, foods, toilet, stationery, fancy goods. Nine 
hranches. 

TAYLOR & HORNE, 176 JEPPE Street. Branches at Cape Town, Port 
Elizabeth. East London, Durban, Bloemfontein, Pretoria, Bulawayo 
and Salisbury. Dental sundries, toilet requisites, ete. 

H. E. TEIFEL & CO. (B 9487). Industrial raw materials, paper and 
cardboard, cotton yarns, textiles, light and heavy chemicals, canned 
goods, manufactured products, steel and tinplate, 

JOHN G. TRAIN & CO., 149 Commissioner St. Also Cape Town, Dur- 
ban. Cotton and rayon textiles, yarns, hosiery, knitwear, fancy goods, 
foodstuffs, toys. 

WESTDENE PRODUCTS PTY. LTD. (B 7710). 
3ranches Cape Town, Durban, Bloemfontein, Port Eliz- 
abeth, Salisbury. 23 Essanby House, Jeppe St. Nation- 
ally advertised patent medicines, toilet and fancy goods. 


PORT ELIZABETH, S. A. 
GILCHRIST’S ELECTRICAL STORES PTY. LTD., 
trical and radio equipment. 
S. HALLIS & CO. PTY. LTD. (B 143). Cape Town, Durban, Johannes 
burg. Seeking agencies for picture frames, pottery, handbags, ete 
Fancy goods all descriptions. Efficient representation assured, 
BE. J. NARRAMORE, 100 Main St. 
tools, ironmongery, sporting goods. 
A. J. PUDNEY & CO., Grace St. Hardware, agricultural seeds, paints. 
shoe factories and tanneries supplies and 
Agents throughout S. Africa. 


Main St. Elec- 





Whole- | 


suilders and domestic hardware, | 


fruit trade requirements. | 


RHODESIA | 
AFRICAN COMMERCIAL CO. LTD. (B 1108). Salisbury, Nyasaland, | 
Proprietary medicines, toilet and beauty preparations, groceries, | 


confectionery, stationery, office equipment, textiles, men’s, 
children’s clothing and footwear and faney goods. 
N’DOLA AGENCIES (B 128). N. Rhodesia, N’dola, Hardware, enamel- 
ware, dresses, foundation goods, general merchandise. 











women's, | 





NEW PRODUCTS and ENTHUSIASM 


New products often look good on the drafting board but there is usually a natural tendency to 


—overestimate the size of the market or the product acceptance 


—underestimate distribution costs 


—underrate the competition 


—overlook significant trade and advertising practices 


Marketing decisions must be based on up-to-date facts—not guesses or hunches or limited 


experience. 


Unbiased surveys based on research in the field, published data, and government 


statistics can provide the facts that will guide your products along the most profitable course. 


Marketing and Research Service - DUN & BRADSTREET, Inc. 
290 BROADWAY, NEW YORK 8, NY. 
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CANADA 


American firms considering busi- 
ness expansion in Canada are in- 
vited to consult us regarding matters 
which pertain to the establishment 
of plants, branches or agencies in 
this country. 


We offer a complete banking service. 


Allinquiries will receive prompt 
attention. 


“BANK"TORONIO 


Incorporated 1855 
Head Office—Toronto, Canada 
BRANCHES AND AGENTS THROUGHOUT CANADA 




















Stocks 


For the investor desiring regularity of income plus 
opportunity for capital appreciation, preferred stocks 
exchangeable at a fixed ratio into common stocks pro- 
vide an attractive medium of investment. 


Our research department has recently compiled a selected 
list of Convertible Preferred Stocks, with pertinent sta- 
tistical data, which we will be pleased to send you with- 
out obligation. Request Survey U-11. 


sux, HARRIS, UPHAM & C2 


14 Wall Street, New York 5 
Members New York Stock Exchange 
> AY and other leading security and commodity exchanges 
€ss 3) CHICAGO ° MINNEAPOLIS ° KANSAS CITY 
HOUSTON . DENVER e LOS ANGELES 


and other cities from coast to coast 
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sales, a comparison is fairly easy. If 
reliance is placed on any of the particu- 
lar variable factors mentioned earlier 
by the Government, it will be necessary 
to determine how much weight has 
been given to these variable factors. 
Allowable profits must be adjusted for 
great or small risks, high or low execu- 
tives’ compensation, and other factors. 
This must be done with reference to 
the particular case and the contractor 
is entitled to demand a report which 
will weigh these factors in sufficient 
detail to permit him to determine 
the effect on the allowable margin of 
profit given by the Government to 
these factors. 

When this has been done, the con- 
tractor can compare his allowed margin 
of profit, after appropriate allowance 
for the variable factors, to the average 
margin. If variable factors have not 
been sufficiently specified, then the con- 
tractor is entitled to insist on at least 
the average margin of profit plus such 
additional profits as may be fairly 
ascribed to a peculiarly favorable posi- 
tion in regard to these variable factors. 

For example, where there is a sub- 
stantial scientific contribution to the 
war effort and the average margin of 
profit is, say 12 per cent, the contractor 
may certainly argue that a permitted 
margin of less than 12 per cent is par- 
ticularly unfair in his case, that, in fact, 
he is entitled to more than 12 per cent. 


Tables Enable Comparison 


The three tables presented with this 
article furnish the basis for a mathe- 
matical comparison. They cover all of 
the 1943 renegotiations where all the 
factors tabulated were available at the 
time of the report in question, in the 
late Spring of 1945. *The reports are 
limited to corporations; other forms of 
business organization do not separately 
show executive compensation. In those 
cases which have gone to the Tax Court 
these comparative data are particularly 
significant. 

The handiest comparison of margins 
appears on line 8 of the center table. 
It shows the average percentage profit 
on renegotiable sales after adjustment 
of those renegotiable sales in renego- 


* Since the Renegotiation Act exempts contractors with 
annual negotiable sales under $500,000 for fiscal years end- 
ing after June 30, 1943, there are included in the smallest 
size group of the two lower tables only those contractors 
with sales below this limit whose fiscal years closed in the 
first half of 1943. 

























The following Canadian firms seek 
direct contacts in the U.S.A. They can: e Manu- 
facture your products in Canada... ¢ Exchange 
manufacturing rights ...e Purchase parts to 
complete production... Import and distribute 
your goods ....eAct as factory representatives... 
or @Sell Canadian products to U. S. buyers. | 


































NOTE: Inquiries as to rates for Listings on this page should be addresse 


jressed to Charles E. Darby, Canadian Advertising Representative, Dun’s Review, 159 Bay St., Toronto, 


Ontario, Canada; or any office of Dun & Bradstreet of Canada, Ltd. P.O. Box Numbers indicated by (B xxx) 








Food Products 
rH. P. COWAN IMPORTERS LTD., 58 Wellington St., E.. TORONTO 
Canada-wide distributors of fruit juices, confectionery and grocery lines 
W. H. ESCOTT CO. LIMITED, WINNIPEG, CANADA. Merchandise 
brokers. Grocery, hardware, drugs, etc. Cover all Canada. 


General Merchandise Distribution 
H. J. PARR & CO. (B 694), LONDON. Oil heating and dairy equipment 
General hardware, household appliances. Distribution wholesale and retail 
TAF DISTRIBUTING INCORPORATED, 455 Craig St., W., MONTREAL 
Specializing in general merchandise distribution throughout Canada 
Hardware, Sporting Goods, Radio, Electrical and 
Household Appliances 
T. P. CALKIN LTD., KENTVILLE, NOVA SCOTIA. Wholesale jobbers, 
hardware, sporting goods, plumbing, heating supplies and specialties. 
W. C. CHISHOLM MFG. CO., TORONTO. Will buy electrical switches, 
elements or heater cord, give Canada-wide distribution of electrical and 
household appliances, or manufacture similar lines 
CONTINENTAL DISTRIBUTING CO. LTD., 407 McGill St., MONTREAL 
1, CANADA. Importers of cutlery, kitchenware, household hardware and 
fishing tackle . 
JOHNSTON-SPRINGER CO., TORONTO. Offer complete, enthusiastic, 
Ontario-wide sales distribution for kitchenware and housewares 
MERCHANTS HARDWARE LTD., 325 10th Ave., W., CALGARY, AL- 
BERTA. Hardware, sporting goods, electrical supplies and appliances 
RICHARDSON & BUREAU LTD., 129St. Peter St.. MONTREAL.  Distribu- 
tors of hardware, small tools, household specialties and kitchen utensils 
W. CLAIRE SHAW CO., 407 McGill St., MONTREAL. Want general lines 
»f hardware, automotive, tools, metal household and kitchen utensils 
SHEFFIELD BRONZE POWDER CO. LTD., TORONTO. Household paint 
and hardware specialties. Complete Canadian detail distribution 
WINDSOR TRADING CO., MONTREAL. Importers and distributors of 
tools, cutlery, hardware to wholesalers and retailers. Prefer exclusive 


Industrial Chemicals, Oils, Waxes 
CHEMICALS LIMITED, 384 St. Paul, W., MONTREAL Importers and 
distributors; industrial chemicals, raw materials for industry throughout 
Canada__Interested in representations and offers 
CHARLES ALBERT SMITH LIMITED, 123 Liberty St.. TORONTO. Rep- 
resenting manufacturers for seiling in Canada bulk chemicals, chemical 
specialties to industry and pharmaceutical manufacturers 


Leathers, Shoe Findings, Work Clothing 
8. F. ACKERMAN SON & CO. LIMITED, PETERBOROUGH. Manufac- 
turers heavy leather strap work. Jobbers work clothing, footwear and 
leathers. Desire additional goods to manufacture and wholesale 
C. PARSONS & SON LTD., LEATHERS, TORONTO. Want agencies vici 


kid, suedes, calfskins, shoe findings, repair machinery and equipment 


Lumber, Building Materials, Plumbing and Heating, Paints 
BELL G MORRIS LTD., EDMONTON, ALBERTA, also Manitoba and 
Saskatchewan. Plumbing and heating. Mine and gas supplies 
STEELE HEATING APPLIANCES LTD., TORONTO. Will manufacture 
or distribute new or improved heating equipment of al! kinds 
TOBIN-EVEREDY CO., 477 Edison St., OTTAWA, ONT. Automatic 
heating specialties. Oil burners and accessories. 


Machinery, Metal Products, Farm Equipment 
WRIGHT INDUSTRIES LIMITED, TORONTO. Will manufacture and/or 


sell machinery and metal specialties. Desire to exchange manufacturing 
rights including sensational new Weldright Tire and Tube Vulcanizer 


JOHN G. YOUNG & CO. LTD., MONTREAL. Importer, distributor. Seeks 


machinery, mill, engineering, material handling, foundry equipment. 


Manufacturers and Manufacturers Agents 
BARNEY ADLER & SONS, INC., 1260 University St., MONTREAL. Mfrs. 
exclusive gold mountings and jewelry. Established Canada-wide connec- 
tions jewelry trade Seek represent manufacturers exclusive compacts, 
plastic or sterling gold and platinum mounts and watch cases. 
CANADIAN BELTING MFRS. LTD., MONTREAL. Seek new lines in- 
dustrial, mechanical, railway supplies for Canada-wide distribution. 
EGAN-LAING AGENCIES LIMITED, 437 Mayor Street, MONTREAL 2. 
Canadian manufacturers agents, having established connections extend- 
ing over fifty years with the furniture manufacturers, mattress manufac- 
turers and upholstering trade of Canada, wish to represent manufacturers 
of fabrics which will interest the largest and most important buyers in 
these trades. Must be actual manufacturers of the fabrics offered 


Novelties, Leather Goods, Advertising 
J. C. S. VARCOE, 45 Yonge St., TORONTO. Can provide Canada-wide 
distribution, advertising novelties of all kinds; gifts, premiums for every 
occasion. Sales promotion by means of merchandise. 


Stationery, Paper, Paper Products 
LAUZIER PAPER LTD., Wholesale Fine Paper Dealers, MONTREAL 
Book, bond, cover, Bristol, blotting, fancy, specialty papers 
McFARLANE SON & HODGSON (LIMITED), MONTREAL (B 1837) 
Seek lines for Canadian distribution. What have you? 


Textiles, House Furnishings, Apparel 
CANADIAN HOMESPUNS, 1174 St. Catherine St., W., MONTREAL. 
Scarves, ties, tweeds, draperies, upholstery, rugs—specialties to order 
DURABLE ASSOCIATED COMPANIES LIMITED, 460 Richmond St., W., 
TORONTO, ONT., CANADA. Manufacturers of rainwear, sportswear, 
casual wear, ladies’ suits, ladies’ handbags, belts, ladies’ and men’s um- 
brellas. Interested in importing and exporting any of above lines 
JOHNS & ALLEN, 1117 St. Catherire St., W., MONTREAL. Wholesale 
textile distributors. Established. Now distributing nationally advertised 
lines. Coverage all Canada. Reduce your overhead, invoicing with one 
account instead of hundreds factored 


MISCELLANEOUS 


Custom House Brokers and Forwarders 
THOMPSON AHERN & CO., 40 Yonge St., TORONTO, ONT. Custom 
house brokers and forwarders. Suppliers of import and export invoice forms 


Cutlery Tools, Etc. 
GEORGE W. LAMPLOUGH, MONTREAL. Established importer, seeks 
exclusive representation Canada—cutlery, tools, household and hotel 
kitchen specialties, barber, butcher, baker accessories. 


Account 


Portable Lamp Manufacturers 
LANG BROS., TORONTO. Want china, pottery or white metal bases 
Novelty and boudoir lamps and shades. Prefer exclusive designs 


Smallwares, Lamps, House Furnishings 
GENERAL SALES CORP., LONDON. | Eastern Canada distribution house- 
hold furnishings, elec. appliances, specialty hardware, warehouse facilities 


Specialty Metals, Plastics 
PECKOVER’S LTD., TORONTO. Warehouses across Canada 


ested in agencies plastics, stainless accessories, specialty metals 


Inter- 
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Bo sw “a 


“Increase “s. 2 
EFficency of your Organization © 


WITHOUT LEAVING YOUR DESK KEEP A SHARP 
EAR ON EVERY PHASE OF YOUR BUSINESS WITH 


Talk-A-Phone 


split second you have direct contact with per- 
son with whom you wish to talk . . . adjoining of- 
fice or remotest department. Conduct a private 
two way conversation with a single individual 
or hold a conference with several at one 
time. 
There’s a Talk-A-Phone unit engineered to 
meet your requirements. See your jobber 
or write for catalog listing the World’s 
most complete line of inter-communication. 
Address Dept. B 


Talk-A-Phone Co. 


1512 S. Pulaski Road Chicago 23, []1l. 


NRA 


HE Royal Bank of Canada operates over 590 
branches across Canada, each branch a valus 





wok 


The recognized leader in the most advanced 
field of inter-communication. No switchboards. 
No bottlenecks. With a finger tip simply flick 
In a 


switch of Talk-A-Phone Master Station. 


STIS mS ee = 





able point of contact and centre of information in 
the area it serves. Our Business Development De- 


partment is a mine of information on Canadian 


trade and commerce. Our Credit Information 
Bureau is organized on a world-wide basis. You 
can save time and trouble by using these facilities 
to investigate trade and business opportunities in 


the Dominion. 


THE ROYAL BANK OF CANADA 


Incorporated 1869 
HEAD OFFICE—MONTREAL 
New York Agency —68 William Street 
Norman G. Hart — Agents — Edward C. Holahan 


Branches throughout Canada and Newfoundland, 
in the West Indies, Central and South America. 
Offices in London and Paris 
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tiation itself. For concerns whose 
total 1943 sales were in the half million 
to one million dollars group, this per- 
centage was 12; for one million to two 
million, 10.8; for two million to five 
million, 10.6; for five million to ten 
million, 11.2; and over ten million, 10.6. 

Sometimes wartime earnings are 
compared with peacetime. Average 
total sales in 1943 of smaller contrac- 
tors were more than six times aver- 
age annual base period sales (upper 
table) while annual profits before taxes 
(line 6) increased from $12,300 to $207,- 
ooo, Even after renegotiation, average 
profits before taxes increased sixteen 
times over base period average annual 
profits (see line 28) whereas the small- 
est average increase for the largest com- 
panies was at least 300 per cent. 

Rarely should a contractor be sub- 
jected to particularly adverse treatment 
because of a substantial increase of 
profits during the war. This situation 
is so common and such large increases 
have been permitted, even after rene- 
gotiation, that it can no longer be 
claimed that it has much weight. 


Average Profits on Sales 


The average small contractor corpo- 
ration in 1943, even after renegotiation, 
earned 102 per cent of its average net 
worth (column 1, line 13). Indeed the 
typical smaller contractor shows an in- 
crease of retained profits after renego- 
tiation and after taxes in 1943 of over 
400 per cent against earnings before 
taxes in the base period. 

In considering the impact of the ex- 
cess profits tax, it is interesting to note 
(line 23) that for small companies, the 
effective average rate was about 70 per 
cent for 1943 as against a 17 per cent 
average before the war. 

Accordingly, it is concluded that the 
average profit on sales after taxes be- 
fore the war was about 4 per cent, while 
in 1943 after renegotiation and taxes it . 
is about 3.7 per cent on sales which on 
the average had expanded 600 per cent. 

On companies with sales in excess of 
ten million dollars, the pre-war mar- 
gin of profit on sales after taxes was 
7.2 per cent, whereas the wartime per- 
centage on sales after taxes and rene- 
gotiation was 4.4 per cent on sales which 
had expanded 250 per cent. 

These tables and the other compara 
tives presented in this article were re- 






ALBERTA as an industrial site 


for your business warrants 
serious consideration... 


SALTA\ reserves estimated at thirty bil- 
lion tons: 70% of Canada’s NATU RAL«()} 
GAS at the cheapest rates on the continent: 
COAL se reserves larger than any in 
the world: BITUMINOUS SANDS @p<ut 
that the U.S. Bureau of Mines estimates ? 
will supply 250 billion barrels of OIL: dl 
OA% of Canadas CRUDE OIL Abdia “pro- Sa 
. duction: Large, undeveloped deposits. . .of Bas 
. » GYPSUM, LIMESTONE, PAINT-SHALES, 
“5. SILICA, CLAYS, TALC, TRAVERTINE etc. 


New horizons of opportunities open before the industrialist 





expanding to Alberta. Properly located within this dynamic 
Province, your industrial plant will have unlimited quantities 
of low-cost raw materials practically at the factory site. It 
will have the cheapest power, heat and fuel—and an envi- 
able pool of skilled labor on which to draw. Chemical in- 
dustries with an eye to tomorrow need Alberta, and Alberta 


has what your business needs. 


DEPENDABLE LABOR LEGISLATION 
CHEAP POWER, FUEL AND HEAT 
RICH RESOURCES, GROWING MARKET 






INDUSTRIAL DEVELOPMENT BOARD 
Administration Building 
EDMONTON, ALBERTA. CANADA 








WHAT YOUR BUSINESS mecae 


S 


needs | 


PAINTS 
ACIDS 
FERTILIZERS 
AMMONIA 
CEMENT 
ALCOHOLS 
GYPSUM 
SODAS 
CHLORINE 
ACETYLENE 
ASPHALT 
PLASTICS 
CARBIDE 
BLEACHES 
CARBONS 
CHARCOALS 
ALKALIES 
SOAPS 
PIGMENTS 
CLEANERS 
PERFUMES 


_ INSULATION 
_ DISINFECTANTS 


GLYCERINE 
SALTS 


WRITE FOR FULL INFORMATION ABOUT YOUR OPPORTUNITY # ALBERTA 








lied on by the Government in a demon- 


The undermentioned Trade Representatives and Traders in “Holland are stration to Congress that renegouation 































interested in establishing business relations WITH YOU. Direct all > Fae ? aos | 
correspondence to these concerns at addresses given. This is a paid has not been unfairly administered. 
advertisement. me ae et Based on this overall report, the con- 
-lusi 24 in gen- 
N. V. BICKER & v. d. ROER, Sarpahatikade 4, Amsterdam. Importers clusion must be reached that in I ae 
and exporters of technical and chemical products. ‘ > iat i ing airly 
CUPROFLEX N. V., P. O. Box 931, Amsterdam. Metal and wooden eral renegotiation is not being unfairly 
lighting fixtures, electrical apparatus and material, parchment and administered 
bladder lampshades. ‘ ; : : 
N. V. DAARNHOUWER & CO’S HANDELMAATSCHAPPIJ, Heeren- However these data provide invalu- 
gracht 223-225, Amsterdam. General exporters to all parts of the bl - 3 : : A i; 
world. New connections solicited. a i ati Jermitting an indi- 
: — raha & CO., Vilaardingen. Cable address: Jadoco. Selected Hol- << —— ge . ng ‘ths 
and herrings ; ‘ 2 WwW er 
H. DEN DONKER, P. O. Box 274, Rotterdam. We want ageng¢y in raw " _ nal to ACER. i Z 
and manufactured chemicals, also in gums, wax, rosins, etc. in its particular case renegotiation is 
FENNIA TRADING CO., The Hague. Paper and board, plywood, plas- fl pe Mi to 
tics, building material, ‘asbestos, ete, Affiliate: B. Romeling's Wood- being fairly administered (1) by allow- 
agencies, lumber and veneer. . z : A 
gf < argt Potterstraat 4, Utrecht (Holland). Import and export ing tor all factors other than margin 
of ladies’ novelties 
HANDELSONDERNEMING BLIJDENSTEYN N.V. SINGEL 393, Am- of profit on sales; and (2) by compar- 
sterdam (Holland). Importers and agents in textiles, novelties, special 
piece goods, stockings. socks, underwear, shawls, baby goods, table- ing adjusted allowed margin of profit 
covers, bathing goods, ladies’ and children’s dresses. i. 
P. HOPPE, P. 4 Schiedam (Holland). Distillers of the well known on sales to the overall average. 
old Geneva “Night Cap” and Dutch liqueurs. Importers and agents 


demanded. 

G. HOOGERWERF, Vlaardingen (Holland). Cable address: Egooh. 
Salt Herrings. Export to all countries since 1869. 
INTERNATIONALE HANDELSVEREENIGING, Amsterdam (Hol- 
land), Keizersgracht 431. Textiles of every description. Export. 
KENNEMER HANDELSVENNOOTSCHAP SOOMERS & DE JONGE, 


Nwe. Keizersgracht 58, Amsterdam. Soap, cosmetics, perfumery, toilet IN D UST RY 
articles, etc 


C. KORNAAT'S HANDELMAATSCHAPPIJ, Established 1773, Vlaard- 4 
ingen, (Holland). Export of salted and smoked herrings. (Continued from page f1) 
MELCHERS & SANDBERGEN, AND FRANS VAN MIERRISSTRAAT 








99, Amsterdam (Holland). Cable address: Mesametaal. Importers . ‘ 

—_ poeeesers non-ferro scrap metals, residues, ores, chemicals and tion of the union involved and to pro- 
allie products. ‘ E 
MICHEL’ WASFIGUREN EN-INSTALLATIE MAGAZIJNEN, Huide- vide assurance that the proposed stand- 
koperstraat 25-27. Amsterdam (Ilolland). Manufacturers and ex- : x : 
porters of high ¢ — tee ily mannequins in hardened composition with ards will not be used to reduce earnings. 
inserted natural ha ~ : . { 

LA L. OHMSTEDE, oo Potterstraat, Amsterdam. Importers of Excessive labor costs per unit O output 
tool-machinery seeks agencies for lathes, milling-machines, shapers, - aye - . 
automatic lathes, grinders. Buying on own account, exhibiting na- ls a competitive handicap to employer 
tional dutch fair September 1946. ee: on ; 
E. OSTERMANN’S CHEMPHAR, N. V., Metsersrecht 228, P. O. Box and employees alike, for such costs can 
357, Amsterdam. Import-export chemicals, pharmaceuticals, cosmeties. 2 ' -ea 
We Ravite coure spondence from manufacturers in this line for represen- lose for the employer and his workers 
tation in Holland. © H ir ty 

W. A. PESCH, JR., Keileweg 22, Rotterdam. Importers of fish meal, the market for his goods and their ume, 
mea » sal, vitami ils, alfalfa, wheat ¢ ic an, Cé > “ = 

— meal, bone meal, vitamin oils, alfalfa, wheat and rice bran, cattle a fact recognized by enlightened labor 
J. POLAK’S ENGROSHANDEL, Kloveniersburgwal 19, Amsterdam. l d 

- ns oa of woolens, silks, shawls. novelties, ladies’ and children’s caders. 

aresses, 

t00N’ TEXTILE IMPORT, 0. Z. Acterburgwal 98. Amsterdam. De- 2 

sire to represent manufacturers. Special sales organization equipped Productivity Rates 

to wr gg bl ew lace curtains, underwear, hosiery, cotton piece 

foods, haberdashery. . 2 ¢ ’ 
RUBBERFABRIEK GLAZENER, Uarderwijk (Holland). Manufac- Production per man hour has proved 
oe of dipped goods. Specialties surgical and pharmaceutical rubber to be the most satisfactorv basis for 
articles. h SallSloe j SIS 

DR. E. J. SWAAB’S VEREENIGDE FABRIEKEN, Groenburgwal 39- : saat ; : 

oe Pi cngecty geo gy oat aga - of all cosmetic articles as well as studies of productivity standards, but 
parfums and lotions rench style, delivery exclusively for export, in Su : : ; ¢ r | 
bulk packaze destined for wey eg 7 . can be misleading if not carefully in- 
. & L. pE SWAAN, Wittenburgergracht 1-3. Amsterdam. Cable 3 . j . 
Address: Swanex. “General importers and exporters for the U.S.A. and terpreted. Obviously changes in pro 
Mexico. e are interested in new connections. M : . p 2} = 
TRANSANDINE HANDEL MAATSCHAPPY. Amsterdam Heeren- duction per man hour may either re 
grach 06. ‘able address : “Habilitas.” Merchant bankers, members ; ‘ i > 
of or ree 5 eee ‘ flect changes in the morale and attitude 
=: AN t BURG & ZONEN, Viaardingen. Exporters of selected , - i J 
Dutch herrings all over the world. Agents wanted. Manufacturers of Ww orkers or be the result of improved 
“ wooden barrels of any capacity and also of staves, headings and machinery processes and scheduling 
woops. « ) Pele) Sn < > 
VAN PERLSTEIN & ROEPER BOSCH, LTD.. Heerengracht 440, Am- =} - 
pinkie — asTs. Importers and representatives textiles One factor, the skill of the worker, 
every description, hardware, kitchenware, fancy goods. toilets. cos- whi j i , 
petro al —— articles, tools, leather, crockery, glassware, plastics, which might seem important at first 
urnishing lines, toys. i } > j bs 
1. FP WILL & CO. Amsterdam. Cable address : Willchemie, | Extab- glance, has little bearing on the prob 
ishec hemicals, solvents, plasticizers, pharmaceuticals. <j i 
(Sister company in Brussels) . et Sen een lem. Although the skill of a single 








eae worker has an enormous effect upon 
}] 2 . . : . noe 

[PorTucaL AND COLONIES | “AHEAD 550 month in our jo his output in many lines of manufac 
The under-mentioned Firm of Mer- een covey” tor were. of Morse Stencil j | ture, the average skill of all the workers 

a achines, Brushes, Inks! ree sizes to ° - 
| chants-Agents, ¢ stablished 1930, meet Gov't Spec., 1”, 3/4”, 1/2”. Pin this to in an industry does not change enough 
are interested ts By | business letterhead for free sample stencil, from year to year in ordinary times to 
EXPORTING : Pye : 
| influence productivity rates consider- 


shippers’ handbook, prices. 
= ree oer and Y geen ; re- || MARSH STENCIL MACHINE C 
§ —— t ths— a 
i ably. Only under extraordinary con- 
ditions, such as the wartime necessity 


cream of tartar. 62 Marsh Building 
“ene pte Belleville, Ill., U. S. A. 

F to train great numbers of unskilled 

workers, does this factor apparently 


As Exclusive Agents :—Chemical raw ma- 
terials and machinery for all industrial 

affect the productivity rates of an entire 

industry. 


purposes, chiefly :—Synthetic resins such || 
As to morale and equipment factors, 

























as, alkyds, drying oils, organic colours, | 
for paint and rubber—solvents, mould- | 
ing plastic powders based on phenol, || 
Vinylite and cellulose acetate synthetic || 
tanstuffs and gums. 

| AHLERS, LINDLEY, Lda. 

| 13, Rua Bernardino Costa, 2°. LISBON 

















PORTUGAL CALLING 


The undermentioned Trade Representatives and Traders in Portugal 
are interested in establishing business relations WITH YOU 











To communicate with companies listed below address P. O. Box number indicated by (B xxx) in the city shown. (This is a 
paid advertisement. To participate, address: R. G. DuN & Co., Lisbon, Portugal.) 








LISBON (Portugal) 


AGENCIA COMERCIAL & MARTIMA, LD4., Rua do Ale- 
crim, 45. Tel. Add.: Acomar. Shipping, commercial, agents. 
ARMAZENS REUNIDOS, LD4. (B 580). Importers hunt- 
ing, fishing, sport goods, paper, office appliances. 

AUTO CARROCERIAS, LD+. (B 406). Importers of ma- 
terials for construction of automobile and bus bodies. 
AUTO-GERAL V. GARCIA, LD4. (B 499). Tel. Add.: Gar- 
civiana. Agents and importers of automobile spare parts. 
A. WUNDERLI (B 688). Import, export agent, Port Wine 
dealer. Sales agents required. 

CANTINHOS & MARQUES, LD4. (B 159). Manufacturers, 
exporters corks, corkwood, corkwaste and virgincork. 
CARLOS GOMES & C4., LD4. (B 658). Tel. Add.: Vante. 
Ship brokers, forwarding agents, stevedores. Chartering. 
EMPREZA TECNICA & ADMINISTRACOES, LDa., R. Nova Trindale, 
1. Import metals. chemicals, machinery, scientific equipment. 
ESTABELECIMENTOS ALVES DINIZ & C4. (B 343). 
Tel. Add.: Aldiniz. Foodstuff importers and exporters. 
EST. JERONIMO MARTINS & FILHO, LD4., R. Garrett, 23. 
Importers groceries, chemicals, stationery, perfumes, etc. 
FERNANDES & PINTO, LD4., R. Maria Andrade. Import 
anilines, pigments, essential oils, raw materials for tanning, 
perfumery and textile. 

FERNANDO CASTEL-BRANCO, Ave. Joao Crisostomo, 25. 
Import and export. Philatelic department. 

FRANCISCO BENITO & CA., LDA. Export olive oil, fresh 
and dried fruit, olives, garlic, paprika, Guinea pepper, etc. 
HENRY M. F. HATHERLY, LD4., Rua Comercio, 8. Tel. 
Add.: Ergo. Merchants, agents, import and export ergot 
rye, saffron, medicinal-aromatic herbs, brandies, wines. 
INSTITUTO PASTEUR DE LISBOA (B 378). Mfrs., im- 
port, export pharmaceutical, chemicals, surgery material, etc. 
J. LAVADO & C4., LD4. (B 590). Sales agents, export pre- 
serves, Colonials, cork; import raw materials, chemicals. 
JOHN W. NOLTE, LD4. (B 92). Exporters of cork, sar- 
dines; importers, agents iron, steel, non-ferrous metals. 


J. PACHECO CALE, LD4., Rua S. Juliao, 80, 3°. Tel. Add.: 
Calel. General agents. 
J. VASCONCELOS, LDa., Praca Duque da Terceira, 24. Lisbon. R. 


Infante D. Henrique, 78, Oporto. Ship, chartering agents. 
MANUEL DE OLIVEIRA GOMES, Restauradores, 13. Im- 
port and export wool, dyes, electrical and household utensils. 
MANUEL PATRONE (B 622). Importer of raw materials 
and machinery for rubber, shoe and glove industry. 
MANUEL VENTURA FRADE (B 226). Packer, exporter, 
sardines, Algarve-tunny, mackerel, anchovies in pure olive oil. 
MARIO SILVA, Rua das Flores, 81. Shipping agent, import 
and export. 

MARMORES DE SOUSA BAPTISTA, LD4., Praca do Muni- 
cipio, 30. Exporters of marbles. 

RADIO INDUSTRIAS, LD4., Rua da Madalena, 85. Tel. 
Add.: Radustrias. Import radios, photographic commodities. 
RODRIQUES & REIS, LD4., Rossio, 93, 2°. Commission 
agents and merchants. Desire foodstuff and other agencies. 
SANO TECNICA, LD4., R. Nova Almeda, 61. Surgical in- 
struments, laboratory apparatus, furniture, reagents, etc. 
SOC. COMERCIAL LUSO-AMERICANA, LD4., Rua Prata, 
145. Import-export stationery, office equipment, all novelties. 
SOC. COM. POLLERI, LD4., Rua Andrade, 63. Import all 
industrial requirements. Ma).ufacturers’ representatives. 
SOCIEDADE LUSO-BRITANICA, LD4., Rua Corpo Santo, 
10. Tel. Add.: Diasal. General agents. 

SOCIEDADE LUSO-SUECA, LD4. (B 146). Tel. Add.: 
Luzul. Seeks factory representations. Knitting machines; 
industrial sewing; machines for tailors, and shirt makers. 


SOCIEDADE DE VINHOS & MOSTOS, LD4. (B 563). Tel. 
Add .:Vimosto. Exporters of Portuguese wines and brandies 
WALTER STOCK (B77). Importer general and consumers 
goods of all kinds. Exporter and packer of sardines in oil. 
MATOZINHOS (Portugal) 
ANT. & HENR. SERRANO, LD4. Tel. Add.: Dragao. Pack- 
ers and exporters of sardines and anchovies in pure olive oil. 
BRANDAO & C4., LDA. Tel. Add.: Varina. Canned foods 
and olive oil. Manufacturers and exporters. 
CONSERVAS PRADO, LDA. (B 27). Tel. Add.: Prado. 
Packer, exporter, canned fish, boneless, skinless sardines. 
DIAS, ARAUJO & C4., LD4. (B 15). Sardines, anchovies 
and all kinds of canned fish. Packers and exporters. 
JOSE RODRIGUES SERRANO & F., LD4. (B 8). Tel. 
Add.: Ressano. Packers and exporters of sardines. Prin- 
cipal brands: Serrano, Boa Nova, Ideal, Alta Classe, Orgueil. 
LAGE, FERREIRA & CA4., LD4. Packers and exporters of 
anchovies and skinless and boneless preserved sardines. 
SOCIEDADE DE CONSERVAS JOANA D’ARC, LD*. 
(B 16). Tel. Add.: Joare. Packer, exporter fish preserves 





OPORTO (Portugal) 


A.C. PIMENTA, LD4., Rua Sa Bandeira, 283. Cotton agents. 
Interested in agencies for artificial silk yarns and textiles 
in general. Also electric home appliances. 
AUMAFECA, Rua Entreparedes, 16, sala 15. 
for own account. Import and export. 
BANCO BORGES & IRMAO (B 33). Tel. Add.: Borgimao. 
Branches in Lisbon and main towns. All banking services. 
BENTO PEIXOTO & LOPES, LD4., Rua Mousinho Silveira, 
81. Import iron, steel, tinplate, tools, ironmongers. 
DROGARIA MOURA, LD4., Largo S. Domingos, 101. 
port industrial chemicals, pharmaceuticals, drugs, paints. 
E. BRUNNER & C4., LDA. (B 112). Import dyestuffs, chemi- 
cals, patent medicines, plastics, rayon, textile machines. 
ESPECIALIDADES ELECTRICAS, LD4., Rua Fernandes 
Tomaz, 710. Insulating; machines, domestic appliances. 

J. GUIMARAES & FERREIRA, LD4., R. José Falcado, 171. 
Imp., tobacco, stationery, hardware, novelties, electrical. 

J. ROCHA, LD4., R. Passos Manuel, 166. Importers of 
radios, refrigerators, electric ovens and medica] electricity. 
LEMOS & FILHOS, LD4., Praca Carlos Alberto. Import 
pharmaceutical specialties, perfumes, beauty preparations. 
LIVRARIA SIMOES LOPES, Rua do Almada. Est. 1880. 
Books, editors, importers; export stationery, office supplies. 
MANUEL FREDERICO, Rua S. Antonio, 57, 1°. Seeks 
agency Portugal, Portuguese Africa general merchandise. 
REPRESENTACOES ANGLO-AMERICANAS, LD4., R. 
José Faleao, 133. Fluorescent, electrical home appliances. 
REPRESENTACOES ANGLO-LUSITANAS, LD4., Praca 
da Batalha, 99. Tel. Add.: Ralim. Building, chemical products. 
SOCIEDADE IMPERIO COLONIAL, LD4. Head Office: 
R. José Faleaéo, 171. Africa import and export. 

TASSO DE SOUSA, MAGALHAES & C4., LD4., R. Firmeza. 
476. Motor cars, accessories. Sales agents and importers. 
UNIVERSAL, SOCIEDADE ACOS MAQUINAS & FERRAMENTAS. 
LDa., Rua SA Bandeira, 534. Imp. machines, tools for industries. 


General agent 


Im- 





VILA NOVA DE GAIA (Portugal) 





MIGUEL DE SOUZA GUEDES & IRMAO, LD4. Est. 1851 
Proprietors Alto Douro. Exp. Port Wine, brandy. 
SPIR. SOC. PORT. I. & REPRESENTACOES, LD4. 


porters iron, steel, wire, tubes, small tools, machinery. 


Im- 
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“British 
unlimited field of Industrial and 
Commercial opportunities. Nature 
has given it much—lInitiative has 
given it more.’”’ —Leslie H. Eyres 


British Columbia offers 
the alert industrialist a 
wealth of basic industry. 
Lumbering, Agriculture, 
Mining and Fishing, ac- 
countable in themselves 
for an annual income of 
over 350 million dollars, 
support hundreds of asso- 
ciated industries. 


British Columbia teems 
with enterprises dedicated 
to supplying waiting world 
markets. : 


When you plan expan- 
sion for your business and 
seek ideal home surround- 
ings, choose British 
Columbia. 


Business is moving 
to British Columbia 


JOIN THE MARCH! 


Write for free booklet giving 
indices, markets, industrial oppor- 
tunities and advantages of British 
Columbia to the... 


DEPARTMENT OF 


TRADE & INDUSTRY 


GOVERNMENT OF 
BRITISH COLUMBIA 


VICTORIA, B.C., CANADA 














it is commonly agreed that the in- 
creased use of mechanical power has 
accounted for more than three-quarters 
of our increased productivity since the 
turn of the twentieth century. The 
amount of mechanical power per fac- 
tory employee has tripled during the 
past 40 years. 

This factor, while the more impor- 
tant of the two quantitatively, is the 
less important strategically. From the 
viewpoint of trade association leader- 
ship and the obligation of industry, the 
morale factor in production standards 
is the one to be watched, for it more 
closely reflects the need of the country 
for a higher standard of contentment 
as well as a higher standard of living. 

Lack of enthusiasm among workers 
or a deliberate slowdown agreement, 
as management knows from sad experi- 
ence, can affect production disastrously. 
This fact is ordinarily considered 
terms of a single plant or department. 
We seldom consider that lack or pres- 
ence of enthusiasm can affect an entire 
industry or an entire nation, adversely 
or favorably, over a continuous period 
of 10 or 20 years. 

Senator Wayne Morse, former 
member of the National War Labor 
Board and well known as an authority 
on labor problems, was asked by a trade 
association executive, “In your opinion, 
Senator, would it be ethical and would 
it be legal for a trade association to col- 
lect existing labor contracts from its 
members to pass on for the information 
of other firms in the industry who are 
negotiating labor contracts?” 
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“Ugh, those not smoke signals... . just work 
stoppages in paleface factories.” 
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“My opinion,” replied Senator Morse, 
“is that I can’t see any objection to the 
circulation of labor contracts. In arbi- 
tration I have seen as many as 200 or 
250 labor contracts inserted in the rec- 
ords by both sides of the table to illus- 


| trate, for example, existing practices in 





an industry.” A substantial number 
of trade associations make such “cross 


| sections” of contracts but have care- 


fully avoided publicizing the work and 
have seldom ventured to analyze con- 
tracts critically or recommend model 
clauses. 

To avoid this controversial phase 
some associations have retained labor 
consultants to analyze and to appraise 
existing contracts, to recommend desir- 


| able provisions and clauses, and to 


A $73,000,000 
TESTIMONIAL 


Since January 1946, $73,000,000 
has been allocated to build new 


plants in South Carolina for 
plastics, textile, food, cement, 
glass, wood, and many other in- 
dustries. Assuredly, other 
states were considered. But the 
fact that South Carolina was 
chosen is an impressive testi- 
monial to its favorable climate 
for industry — its dependable 
workers, moderate tax and 
power rates, good roads, fine 
harbors, rich agriculture, vast 
forest resources, valuable min- 
erals. Now is the time to locate 
in South Carolina! Your ques- 
tions will be answered prompt- 
ly and accurately by State Re- 
search, Planning & Develop- 
ment Board, Dept. L, Columbia, 
South Carolina. 


WHERE RESOURCES AND MARKETS MEET 








demonstrate the faults of provisions 
which have given trouble in previous 
contracts. 

A trade association in a unionized in- 
dustry attempting for the first time to 
analyze labor contracts usually can ob- 
tain help and instruction from union 
headquarters, and, at the same time, 
gain the intangible assets of personal 
contact and mutual confidence. Some 
trade associations, after conducting 
studies of labor contracts for several 
years on a very “hush” basis, have dis- 
covered that copies of the results al- 
ways seemed to drift into the hands of 
the union. On the other hand, occa- 
sionally copies of the union survey of 
contracts or wages have drifted into the 
hands of management. In general, 
union data, exchanged through its vari- 
ous locals, is more complete than the 
trade association material. In a num- 
ber of instances, information which in 
earlier years was considered very con- 
fidential now is exchanged freely be- 
tween union and trade association. 


Labor Relations Policy 


Some industries, going one step be- 
yond the analysis of contracts, have at- 
tempted to state and to interchange 
views upon broad basic industrial re- 
lations policy. Ferris White of the Can 
Manufacturers Institute has written re- 
garding this: 

“Frequently the issues at stake are 
not clear and many times that lack of 
clarity is because one side or the other, 
or both, have never set forth even their 
basic beliefs or principles in definite 
form so that they might be studied. . . . 
Reduce your labor relations policy to 
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the written word. . . . You will find the 
very act of doing this will clarify many 
of the thoughts of your executives.” 

Mr. White describes the work in two 
stages: first, formulation of policy at 
the individual plant level; second, com- 
parison and analysis of these policy 
statements by the association for the 
benefit of all the members. 


Labor Legislation 


It is not easy to write laws that are 
practical to administer and still fair to 
consumer, worker, and investment in- 
terests. Experienced legislators, though 
knowing they need help, too often have 
learned to look upon the suggestions of 
both labor and management with sus- 
picion. But some trade associations 
have provided themselves, through fact 
gathering activities, with a basis for 
sound and acceptable advice to legisla- 
tors. 

As trade association executives know, 
their task is only started when a labor 
law is enacted. It is the job of organ- 
ized industry to watch how laws work, 
and to accumulate the facts necessary 
for constructive improvement in a law 
and its administration. All too often, 
this post-natal care of new legislation 
has consisted merely in reaffirming 
opinions that the baby should not have 
been born. Examples are the opinions 
frequently expressed about the Wage 
and Hour law and the Wagner Labor 
Relations Act. This persevering oppo- 
sition has yielded little return to indus- 
try, other than emotional satisfaction, 
and undoubtedly has hampered more 
moderate pleadings for improved ad- 
ministration and constructive amend- 
ment. Veteran trade executives feel 
that it is not inconsistent to help Gov- 
ernment administer an unpopular 
measure with minimum disruption to 
the economy, yet at the same time to 
seek repeal or amendment of that law. 
The appeal for relief rings stronger 
when industry can point to a record of 
active co-operation. A few associations 
have proved this by helping Govern- 
ment administer the Wage and Hour 
law. 

Whether or not an industry associa- 
tion should undertake the actual proc- 
ess of collective bargaining on behalf 
of its members is the subject of a lively 
and continuing debate which cannot be 
settled with a single pronouncement. 








Geared—To Capacity Production 


Mos OF GEARS—gears of 
many sizes and shapes, 
for a large variety of uses— 
are produced by Warner Gear 
Division, Borg-Warner Corpo- 
ration. Mass production of 
this sort entails numerous 
handling problems, many of 
which are effectively solved by 
a fleet of eleven Towmotors. 

On receiving docks, a single 
Towmotor handles all types of 
raw materials including 18- 
foot bar stock, keeps mate- 
rials flowing to production 
departments. In the shop, 
Towmotors tier 5600-Ib. loads 
three high to triple storage 
space, provide a simple answer 
to the perplexing problem of 
transporting 1200-lb. cyanide 
pots from heat-treating to 
storage. One unit often does 
the work of a ten-man gang. 

In the shipping department, 
two Towmotors load 250,000 
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Ibs. of gears daily, in addition 
to supplying loads for three 
interplant trucks. And to Tow- 
motor’s record for versatility 
and capacity can be added 
economical operation . . . oper- 
ating costs for each unit total 
only 14 of the operator’s wage. 
For every handling problem, 
however unusual, there is an 
engineered solution...a 
solution based on Towmotor 
experience and “know-how” 
gained in solving handling 
problems in every industry. 
Send for your copy of the Tow- 
motor Lift Truck ANALYSIS 
GUIDE today. Towmotor 
Corporation, 1227 East 152nd 
Street, Cleveland 10, Ohio. 
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he dual 
responsibility of 
the Investment 
Banker 


As America looks forward to a period 
of business activity, unprecedented in 
peacetime, there are danger signals 
ahead for all investors who care to 
look and listen. 

There is danger that, lured on by 
the hope of getting rich quickly, many 
investors may be induced to part with 
their reserves, even their War Bonds, 
for securities of dubious value. 

Like other investment bankers, 
Van Alstyne, Noel & Co. has a two- 
fold function: 


1. To supply capital funds to well- 
managed companies, thereby as- 
sisting in their growth. 


2. Directly or through dealers 
throughout the country, to pro- 
vide investors with securities of 


these companies at fair prices. 


To the furtherance of this task we 
bring broad experience, competent re- 
search and statistical facilities and the 
cooperation of hundreds of invest- 
ment dealers. 

Recognition of this dual responsi- 
bility prompts us to suggest to in- 
that most worthwhile 
securities adequate information is 
available today. Get it through your 
own investment dealer. 

Caution is necessary 
wisely. Full data is a prime requisite. 


vestors on 


in investing 


VAN ALSTYNE, 
NOEL & CO. 


Members 
New York Stock Exchange 
New York Curb Exchange 


52 Wall Street, New York (5) 
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The problem, however, can be clarified, 
first, by an impartial statement of the 
arguments pro and con; and second, 
by discussing the case histories of indus- 
tries in which management groups have 
undertaken to bargain on behalf of 
their members. 


Collective Bargaining 


On one point almost all authorities 
seem to agree; a trade association with 
a broad scope of other functions should 
not undertake collective bargaining, be- 
cause its other functions might be 
hampered or endangered as a result. 
Some members, though lively support- 
ers of other phases of the association’s 
program, may not be unionized or may 
be opposed to group bargaining. The 
most satisfactory solution seems to be 
the formation of a separate parallel as- 
sociation with separate membership 
roster, dues, and budget. 

Objections to group bargaining are 
expressed by some trade executives who 
feel that an association bargaining for 
its members risks prosecution under the 
Anti-Trust law (a viewpoint elabo- 
rated and challenged in a later para- 
graph). Others argue from develop- 
ments in England and Continental 
Europe, that employers and employees 
will be tempted and able to eliminate 
a great deal of competition and so work 
toward monopolistic exploitation of the 
consumer—bad economics regardless of 
legal consequence. It also is feared 
that such bargaining, being a sort of re- 
mote control of the labor-management 
relationship, may weaken the good-will 
which is built by direct contact of local 
plant management with the representa- 
tives of its labor force. 

Hence, according to the nation-wide 
records of association activities, as com- 
piled by the Trade Association Depart- 
ment of the Chamber of Commerce of 
the United States, only a small portion 
of national associations have been nego- 
tiating for their members. 

Collective bargaining on a single 
factory basis has somewhat the atmos- 
phere of a horse trade, causing compe- 
titive wages to get out of balance. It 
is argued that market-wide (but not 
necessarily nation-wide) collective bar- 
gaining permits a more thorough job 
of fact-finding, in that management and 
labor can afford to call in competent 
economic and engineering advice. 
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Even though the job is more exhaus- 
tive, group bargaining is said to be 
more economical for the individual 
employer because its cost can be split 
among the group. A few association 
men point out that such group agree- 
ments have permitted the introduction 
of labor-saving machinery in a gradual 
manner, agreeable to both management 
and labor, without the injurious social 
consequences of mass layoffs. 

An employer group with long experi- 
ence believes that during a regime of 
group bargaining, the quality of local 
union leadership and the degree of mu- 
tual confidence almost invariably im- 
prove over a period of years. The 
belligerent radical union delegates, en- 
countered by these employers in the first 
conferences, were either replaced or 
mellowed and broadened under the in- 
fluence of fair treatment. One em- 
ployer member now says, “We have 
come to consider the contract with the 
union on a par with any other sales or 
purchase contract.” 

Admittedly such statements are not 
common, but harmony through pa- 
tience and tolerance sounds like a more 
prosperous future than a complex of 
bitterness, strikes, and distrust. 


The Legal Problem 


The Anti-Trust hazard needs more 
discussion than the mere statement of 
a fear. A reliable source reports that 
high officers of the United States De- 
partment of Justice privately expressed 
opinions in 1945 that group bargaining 
by an association violates anti-trust law. 
On the opposite side, a number of labor 
union lawyers and advocates of group 
bargaining point to the fact that in- 
dustry-wide or market-wide bargaining 
has been carried on openly for many 
years in a number of industries and has 
never been challenged by the Govern- 
ment, except where an effort was made 
to tie it to price fixing or some other 
practice considered illegal. 

A number of industries have accu- 
mulated a considerable period of ex- 
perience as local or regional bargaining 
agents: coal operators—both bitumi- 
nous and anthracite, operators of pulp 
and paper mills in the Pacific North- 
west, clothing manufacturers in some 
of the large manufacturing centers, and 
local associations of printers. The same 
is largely true of the newspaper, con- 








This twenty-page brochure is de- 
signed to give you a concise and 
graphic picture of the industrial 
center of the Rocky Mountain 
Empire. Read it... judge for 
yourself whether Pueblo, with 
81,969 population is logically lo- 
cated for your plant. ... Whether 
you would enjoy living in a cli- 
mate air-conditioned by Mother 
Nature... 








YOURS FOR THE ASKING! 
firm's letterhead for your copy of “12 Points to Pros- 
perity.” No obligation, of course. 


Pacemaker of the West! 
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PUEBLO CHAMBER of COMMERCE - 


Judge whether a location at the 
hub of direct air, rail, and high- 
way routes to all parts of the na- 
tion is important to your expan- 
sion program. ... Whether a local 
trade territory offering 600,000 
prosperous consumers would be 
a profitable asset to your opera- 
tion. .. . Whether a willing, co- 
operative labor market could be 
considered a factor... . 

And whether you wish to invest 


in the future of Pueblo where the 
greatest of the industries of the 
region now thrive. 


Write today on your 











2 W.5th St. Box I Pueblo, Colorado 
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helps fo a healthy future 


e FOR YOU | 
e FOR YOUR COMPANY 


e FOR AMERICA 








THIS TIME IT’S FOR YOU— 


A booklet for employees... 
explaining graphically how 
the payroll savings plan 
works . . . goals to save for, 
and how to reach them with 


Saving Bonds. 


OFFICIAL COMMENDATION— 


A red-white-and-blue cer- 











o =_ eee tificate of commendation 
@ HSS by the U. S. Treasury for 
SS every company operating 
u Aup © the payroll savings plan. 


eee You can display it proud- 








ly, and it will remind peo- 





ple of the importance of the program. 


OFFICIAL APPOINTMENT— 


The person appointed 
Official U. S. Savings 
Bond Officer for his or- 
ganization is entitled to 
display this two-color cer- 
tificate of identification 
and the Treasury's appre- 





ciation of his service. 


THE PEACETIME PAYROLL 
SAVINGS PLAN — 


A booklet, pub- 
lished for key executives by 
the Treasury Department, 
containing helpful sugges- 
tions on the conduct of your 












payroll savings plan for 


U.S. Savings Bonds. 


Are You Using These Booklets? 
If you’re not already using these helps to a healthy future, get in touch with 
your State Director of the Treasury Department Savings Bonds Division. And 
by all means keep up your payroll savings plan. It's a powerful weapon 
for the maintenance of a strong, secure economy — today and tomorrow! 





The Treasury Department acknowledges with appreciation the publication of this message by Dun’s REVIEW 


SPEED UP YOUR PAYROLL SAVINGS PLAN 


This is an oficial U. S. Treasury advertisement prepared under the auspices of the Treasury Department and the Advertising Council “® 
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struction trades, and the railway fields. 

Many observers who see possibilities 
in regional group bargaining make a 
special objection to putting it on a na- 
tional basis. They point out that wage 
levels do and should differ from one 
region to another, depending upon liv- 
ing standards and living costs. They 
fear that nation-wide bargaining would 
tend to eliminate these differentials and 
give unfair advantage to some regions. 

In rebuttal, advocates of nation-wide 
bargaining point out that wage rates 
cover a very minor amount of the total 
paper consumed in a collective agree- 
ment. They suggest that differential 
pay schedules be inserted in one stand- 
ard form of agreement and argue that, 
im any case, uniform conditions of work 
throughout an industry would be bene- 
ficial to all parties. 

It has been predicted that bargaining 
in various industries will develop in 
this manner, but there is no strong 
in this direction. It is 
worthy that the automobile and tire 
industries, alike in that they are led by 
a few giant concerns and are vigorously 
competitive, appear to have quite con- 
trasting views on the subject. In March 
1946, the “big four” tire makers bar- 
gained as a group with their union, 
setting what amounted to a pattern for 
the industry. In the same period the 
automobile industry flatly rejected the 
idea as ‘‘monopolistic conspiracy 
against the consumer,” and a step to- 
“a labor voice in management, 


trend note- 


ward 
already a major union objective.” 

Qualified observers seem to agree that 
the potential advantages of nation- 
wide bargaining generally can be real- 
ized by regional bargaining, especially 
when backed by nation-wide analysis 
of the provisions of collective agree- 
ments. 


Greater Contentment 


A higher standard of living is not the 
final goal we seek for in the United 
States or in the world, but rather a 
means toward the establishment of hu- 
man contentment and well-being. A 
higher standard of living is measured 
in terms of food, clothing, household 
appliances, and shelter. A worker can 
possess these material needs and yet be 
restless and unhappy—often from 


causes which management could cure. 
A high standard of contentment is 
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DEPARTMENT OF WATER AND POWER 


“Serving the water and power needs of 1,805,687 citizens” 





BIG... POWERFUL... AGGRESSIVE! That’s the kind of indus- 
trial lineup you'll be in when you build a branch factory in 
Los Angeles. You’ll be joining an alert team of industrial 
leaders who picked Los Angeles as the nation’s First City for 
industrial opportunity. 

Powerful names will flank your venture... names like 
Continental Can, Lincoln-Mercury, Bendix, Andrew Jergens, 
Nash-Kelvinator ...all of whom have new factories or plant 
sites in and around Los Angeles. 

And you'll find the Los Angeles industrial lineup fast on 
its feet when it comes to serving your needs. Because Los 
Angeles has the West’s greatest concentration of population 
and industry, you can count on quick service from nearby 
suppliers and subcontractors... trained executive personnel 

.. Skilled workers...a winning, cooperative team. 

Here’s the score for the nine months following V-J Day: 
216 new industries—large and small—were started in the 
Los Angeles area. They are spending $76 million on plant 
facilities, will hire 21,000 workers. And during the same 
period, 270 of the industries already established here an- 
nounced plans to spend $51 million for plant expansions 
that will create 8,000 new jobs. 

We have a special staff of industrial engineers to 
aid manufacturers and businessmen who are con- 


sidering a Los Angeles branch. At your request we 
will make special surveys on available plant sites, 


markets, labor, and water and power supply. May 
we help you? 


los Angeles City-Owned 


207 South Broadway, Los Angeles 12 


Power, 207 So. 
Angeles 12, California. 






y a 
L. an yl 


Broadway, 





Write today for this 40-page book 
of facts for business executives. 
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THE PIONEER 
VIRTUES STILL 
LIVE IN... 


é e é 
l4aglag Gepl 
THE NEW FRONTIER 


Our forefathers, united in the common task of carving America 
from a wilderness, had few tools with which to work. A mutual 
interest, cooperation and the wil) to do an honest day's work 
were the pioneer virtues which helped them overcome mighty 
obstacles. Industries, realizing the need for such virtues to- 
day, will find that the pioneer spirit still Hves in Mississippi. 
The people of Mississippi today are investing their money to 
build plants for industries under the BAW] plan, They have 
a common interest in the industrial expansion of their state. 
To them, industria) employment is not just a job — it’s a future 
—a future they’re willing to work for, 


The trail blazed by the pioneer through 
Mississippi in years gone by is still evi- 
dent throughout much of the state. Why 
not get away for a while and relive the 
exciting history of this charming Deep 
South state? You'll find it exhilarating 
and restful. 





Ask for a confidential report on Mississippi's industrial opportunities, 


MISSISSIPP] AGRICULTURAL AND INDUSTRIAL BOARD 


New Capitol Building 
JACKSON, MISSISSIPPI 
(BAWI Means “Balance Agri- 


culture With Industry” ATE OF 
try”) — st 1 2 
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measured in terms far less tangible, but 
its importance is far greater in human 
peace and progress. 

That an opportunity exists for trade 
associations and other management or- 
ganizations to work in a spirit of good 
will with labor and government toward 
the formulation of universal, basic prin- 
ciples, fair both to capital and labor, has 
been the keynote of this article. A 
start in this direction was made in the 
labor-management conferences called 
in 1944 and 1945 by the Government 
and by the Chamber of Commerce of 


the United States. Organized industry 
can help set up the machinery to carry 


out these principles. 
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Putting owt a fire in a record vault may damage 


valuable papers just as badly as Jetting it burn. An 
area where records are stored is no place to use 
water as an extinguishing agent! 
How to protect records 

from BOTH fire and water 
The safest, surest protection for a record vault is a 
Kidde extinguishing system. 
Because... 
A Kidde system is fully automatic—is ready for 





were water-soaked. 





“Hardly a paper was burned... 
but hundreds 
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action at any time, whether vault is attended or not. 
The carbon dioxide discharged by a Kidde system 


fills the vault from floor to ceiling . . . quickly extin- 
guishes blazes at any level. It even penetrates to 


flames inside closed metal shelves and filing cases. 


Since carbon dioxide is dry and inert, it cannot turn 
papers into a sodden mass, or attack them chemi- 


cally. It causes no after-fire mess. 


Your records need this kind of protection—ask a 
Kidde representative for full details. 


Walter Kidde & Company, Inc., 
929 Main St., Belleville 9, N. J. 


The word ‘‘Kidde"' and the Kidde seal are 


trade-marks of Walter Kidde & Company, Inc. 
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$344,000,000 is their annual 


family income. 

They spend $47,000,000 of it for 
food. 

They spend $7,600,000 for drugs 
and cosmetics. 

Do you know of 90,000 families 
who buy 42,000,000 gallons of gas, 


3,380,000 quarts of oil, and 
$1,811,000 worth of tires who can 
be reached at a pro-rata rate of $209 
a page? 

That's all it costs to reach every 
one of the 90,000 free-spending 
homes in Redbook, Illinois. And 
that makes Redbook an important 
addition to any advertising list. 


“merit REDBOOK. U.S.2 


Send for the Redbook State-by-State analysis of family buying power. 


PBOOK Minos! 





THE ore NATIONAL SHOW HAS 
A $6,000,000,000 AUDIENCE 
(after taxes) 

That's folding money and no mistake, and 
a lot of it will come your way if you put your 
product in the Redbook National Show. 

They pay Redbook $4,000,000 a year for 
one of the greatest arrays of magazine enter- 


tainment in America. 
How can you 


pass up 1,750,- 
ooo free-spend- 
ing young Red- 
m book families 
when you can 
reach them each 








month with a 









full page for 
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